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HE more cars a dealer puts 
on the street, the more cars 
come back in trade. 


The dealer’s success depends on 
what those cars will bring the 
second time they’re sold. 


With the Jordan line a dealer 
can pick the profitable trades— 
and make money. He has lower 
overhead, lower service ex- 
pense, fewer time deals, fewer 
used cars, higher resale value— 
and a higher unit profit per car. 


JORDAN MOTOR CAR CO., Inc. - CLEVELAND, OHIO 

















Another History- Making 
Hupmobile Announcement 


To Dealer S: You have witnessed the tre- 


mendous public reception accorded the new Hupmo- 
bile 1928 Six. Now, for the second time within a few 
months, the Hupp Motor Car Corporation adds a new 
page to the history of automotive achievement. Know 
what Hupmobile has accomplished before making your 
plans for next year. 


HUPMOBILE 


EIGHTS AND SIXES | 
Nl” 
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RS 
gadiate Waves of Enthusias™ 


Barrows, Moon distributor at Los Angeles, wires re- 
garding the first arrivals of the new Moon 6-72 roadster: 


“Two new roadsters are knockouts and have created a 


a of enthusiasm. When can you ship a train- 
load?” 


And this from Wallace, vice-president Manhattan Moon 
Company, Inc., at New York: 


“Never in my experience have I seen such enthusiasm 
over a new car. Distributors overwhelming me with 
requests for demonstrations.” - 


And so it goes from coast to coast. Everywhere it is shown, 
the public realizes that here is an entirely new conception in 


performance and appearance of America’s highest longings 
for an ideal motor car. 





With this new Moon line of sixes and eights, priced 
between $1295 and $2295, an exceptional franchise 
with a liberal contract that faces squarely the mod- 
ern requirements of doing business at a real profit 
for distributor and dealer. Write or wire. 


MOON MOTOR CAR CO.,7 + + ST. LOUIS, U.S. A. 
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Heres the JACK 


youve always wanted 
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You’ve always wanted such a Jack—here it is. 
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We want 


you to see it—to operate it—to know it as thousands of others 
know it. Try it side by side, load for load with any other Jack. 
Convince yourself that for speed, simplicity, ruggedness and 
downright efficiency the Holmes Cantilever Jack is the most 
practical Jack you ever saw. 


It’s just as simple to lower as it is to raise; no levers or 
pawls to operate; no load on the handle when lowering; no 
tendency to back-lash. Roll it under the lowest axle, raise a 
capacity load—quickly—easily—a full 8 inches high. Operate 
the Holmes in cramped quarters; work the handle in any posi- 
tion—even an 8 inch stroke of handle will raise your load. 


Ask your jobber to ship you a Holmes Cantilever. 


Note 


the construction—rugged frame—heavy casters—ball and 


roller bearing throughout. 


ERNEST HOLMES CoO. 


CHATTANOOGA 


TENN. 





Write for our special 


Jack Folder today. 


SSay 
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CANTILEVER 
 wACK ruggedness 


“= ace Note carefully the simplicity, 
. Built to 


ne and strength of construction. 
stand the roughest punishment. 





SIMPLE! 


To lower jack pull out this 
button and pump handle—tbat 
is all there is to it—stroke is 
not limited to definite positions 
of handle—you simply pump it 
wp and pump it down. 











HOLMES PROFIT BUILDERS 





HOLMES WRECKER 
No. 110 


You'll find thiz powerful and ef- 
ficient crane type wrecker a profit- 
able business builder. 

It is light enough to mount on 
your trouble car for lightning serv- 
ice, yet powerful enough to bring a 
4 ton wreck to your shop for prof- 
itable repairs. The patented Holmes 
Swivel permits a pull from any 
angle, eliminating blocking traffic; 
it has two speeds and is operated 
from the ground by one man. 


HOLMES GARAGE 
PRESS 


Has all the rugged power and 
unusual efficiency you naturally ex- 
pect from Holmes Equipment. A 
combination arbor and heavy duty 
forcing press with a high speed ca- 
pacity of 4,000 pounds and a low 
speed capacity of 60,000 pounds. 
Bolster quickly adjusted by simple 
hoisting mechanism. All levers 
right hand operated. Can easily be 
rolled about the shop. 
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Don't file shims. 
It’s a waste of time and labor. 


Avoid ordinary shims that may 
prove inaccurate, or diff- 
cult to handle. 


Use Laminated Shims. 


All you have to do is to peel 
off the layers. 


Time saved. 
Money saved. 
Labor saved. 


And—a much better and truer , 
adjustment. 


Your jobber sells them. 
A shim for every type of engine. 


Laminated Shim Co., Inc. 


236—14th St., Long Island City, N._Y. 
St. Louis: Mazura Mfg. Co. 
















SUBSCRIPTION RATES: United States, Mexico and U. S. Possessions, 
$3.00 per year; Canada, $5.00 per year; All other countries in Postal Union, $6.00 
Der year; Single Copies, 35 cents. 


COPYRIGHT 1927, CHILTON CLASS JOURNAL COMPANY 


Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 
















Subscriptions accepted only from the Automotive Trade 
Entered as Second Class Matter, June 2, 1927, at the Post Office at Philadelphia, Pa. 
under Act of March 2, 1879 
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A Forecast of the 
Automobile Business 


A summary of opinions in automotive centers 
indicates that manufacturers will be in a highly 
competitive position during the next two years. 





The race for mass production and lower cost 
naturally tends to check basic developments 
and leads to a uniformity of design which fosters 
unprofitable price competition. 


One outstanding development in the industry 
which points toward relief from destructive 
competition is the progress being made by manu- 
facturers of Knight-engined cars and the rapid- 
ity with which public approval is supplying the 
market for this superior type of motor car. 


Price competition will not divert the growing 
public preference for Knight-engined cars. 


Falcon-Knight is the lowest priced six-cylinder 
Knight-engined car. 


FALCON MOTORS CORPORATION, - DETROIT 
Wd 


Complete new body designs of unusual beauty for 
1925 series Falcon-Knight cars, will be exhibited 
at the New York and Chicago Automobile Shows. 


Headquarters at New York, Belmont Hotel. 
Headquarters at Chicago, Congress Hotel. 
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Now 


you can give your customers 





A BETTER SIX 
at a lower price! 


One of the world’s oldest and largest manufacturers 
of quality automobiles is establishing dealers to sell 
a new six-cylinder closed car which will list at 


$ 7 Q 5 FACTORY 





OU know your community — how 

would you like to sell a brilliant per- 
forming six-cylinder sedan at $795 f. o. b. 
factory which has these features—beauti- 
ful exterior, lacquered in the latest fash- 
ionable shades, an interior luxuriously up- 
holstered, arm rests, ash receiver, gasoline 
gauge on the dash, coincidental lock to 
steering and ignition; steering wheel con- 
trol of twin-beam headlights, rear-vision 
mirror, automatic windshield cleaner, and 
similar refinements — proved power to 
maintain high speeds indefinitely—quality 
construction throughout at $795, f. o. b. 
factory. This remarkable value will be the 
sensation of 1928—a car that will receive 
instant acceptance from motorists who 
now own fours but want something better. 


Most Favorable Franchise 
The requirements for handling this great 


A Car Your Customers Want 


six in your community are few. Your pres- 
ent facilities are sufficient. You are not 
asked to handle trade-ins or keep a service 
station—but a sliding scale of commissions 
increases from the base figure as these fea- 
tures are added. 


Great Possibilities 
in Greater Price Range 


You may add to this $795 leader, sixes and 
eights of the same nationally known man- 
ufacture to give you a price range up to 
$2450! While a demonstrator would add 
much to the sales possibilities of these 
models, you are not required to maintain 
one. 

Judge for yourself the profit opportu- 
nity—the wide market in every com- 
munity — then send the coupon below for 
full information. Mail it now! 





Chicago, Il. 


Room 2617, 310 S. Michigan Ave., 


Send further particulars on the franchise for the new 
$795 six-cylinder car you are advertising. 


ee eee ee, 
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Last Call 
for COPY 





purchasing power in the United States. 


will underwrite your success tomorrow. 


Chestnut and 56th Streets 


















é National 
Automobile 
Shows Issues 


Automobile Trade Journal 
Out Jan. 1—Last Forms Close Dec. 20. 


Motor Age 
Out Jan. 5—Last Forms Close Dec. 31 


They will reach and cover more than 85% of the dealer 


Let these two publications carry your message to upwards 
of 75,000 of the country’s best dealers—to the men who are 
the underwriters of your success today—to the men who 


Please send copy PROMPTLY to— 


Chilton Class Journal Company 


Publishers of Automotive Business Papers 


Philadelphia 
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The HumberuEngland-on Timkens 


American interest centers currently on cars of 
“European type.” In many phases automotive prac- 
tice here and abroad has differed radically. In one 
important respect however there is no difference 
at all between the most typically European and 
most typically domestic cars. Both are very widely 
Timken-equipped .... Science is indeed interna-~ 
tional ... . necessitating the production of Timken 
Tapered Roller Bearings in English, Canadian, 


French and German Timken factories. 
THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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Put these signs up early 


People will start reading the Christmas gift advertisements of WEED 
Chains early in December. Millions of them. Hundreds right in your 
trading area.... You can’t recommend a more useful gift. Or onemore 
acceptable to any car owner, man or woman. It won’t take much urg- 
ing on your part. Just give WEED Chains a little recommendation asa 
fine Christmas gift and you'll sell a lot of them. Use the beautiful four- 
color wreaths pictured above. Hang them on your door and windows. 


Your jobber will gladly furnish them 


Ask him today for as many as you need. He gets 
them free from the American Chain Company, w rngou¥e of va 
Inc., home office, Bridgeport, Connecticut. CHAIN COMPANY, In 


in business 


The most profitable of accessories 
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Car Output Low 
Until New Year 


Holiday Season Stimulates 
Sales Slightly; New and 
Used Stocks Down 


MANY LINES REVISED 


NEW YORK, Dec. 21—The holiday 
season, though bringing a stimulus to 
automobile retail sales through the in- 
creased buying of cars as gifts, like- 
wise ushers in the inventory season in 
most factories and brings manufactur- 
ing operations to the low point of the 
year. Many companies introducing new 
models will continue active operations, 
but the majority of factories will be 
closing for two-week periods. 

A much more rapid manufacturing 
pace will begin in January with the 
national shows opening the 1928 sell- 
ing season, but high scale operations 
will not be effective until February at 
‘least. With its announced schedule of 
1000 cars daily in January, Ford Motor 
Co. will take up much of the slack of 
past months, but really high operation 
in this plant will not be realized much 
before June according to its plans. 

Should Congress act quickly on the 
revision of the automobile excise tax 
buyers will have this incentive, added 
to the attraction of the new cars, for 
coming into the market promptly. As 
a price reducing feature this will rank 
with any action factories might take. 
Considerable revision is being made in 
many lines, particularly in cars under 
$1000, to permit of closer competition, 
but the changes are in chassis and body 
features rather than prices. 

The general retail situation is good, 
stocks of both new and used cars being 
considerably reduced in the past month. 


Gray Advanced by AC 

DETROIT, MICH., Dec. 22—Appoint- 
ment of Jack Gray as director of 
equipment sales for the AC Spark Plug 
Co. has been announced by B. W. de- 
Guichard, president and general man- 
ager of the company. 

Mr. Gray, a graduate engineer, is 
well known in automotive circles, and 
has been connected with the AC equip- 
ment sales department for 10 years. 

















A Tender Turkey 








B IG enough for you to warm 
over as a savory used bird 
after the Christmas feast— 
and a New Year full of days 
each one of which will seem too 
short to take care of your 
bigger business—that is the 
holiday wish to you from 
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Edsel Ford Heads 
Ford of Canada 


DETROIT, Dec. 17—Henry Ford has 
retired as president of the Ford Motor 
Co. of Canada, Ltd., and has been suc- 
ceeded by Edsel Ford. The father will 
continue active in the management of 
Ford of Canada though retiring from 
the presidency. 





Rawson Moon Assistant 


General Sales Manager 
ST. LOUIS, Dec. 22—F. H. Rengers, 
vice-president and general sales man- 
ager of the Moon Motor Car Co., an- 
nounces the appointment of R. A. Raw- 
son as assistant general sales manager. 
In 1924 Rawson was made manager 
of merchandising for Stutz, and later 
vice-president of that company’s In- 
dianapolis branch. Rawson’s last con- 
nection before assuming his duties as 
Moon assistant general sales manager 
was with Elecar as sales manager. 





Trester Succeeds Pearce 

CLEVELAND, OHIO, Dec. 17—At a 
meeting of the directors of the Peerless 
Motor Car Corp. this week, F. A. Trest- 
er was elected treasurer to succeed A. 
L. Pearce, resigned. The treasurer sub- 
mitted a financial report which showed 
cash and receivables of over $3,000,- 
000 and current liabilities of less than 
$225,000, no bank loans. 

The president reported his plans for 
an aggressive campaign for the sale 
and distribution of Peerless cars during 
the coming year and stated that he be- 
lieves a strong foundation has been 
laid for good and profitable business. 


New Chevrolets 
Ready January 1 


Unofficial Report Says Line 


Greatly Improved Over 
Present Models 


NOW IN PRODUCTION 


DETROIT, Dec. 22—It is understood 
that Chevrolet Motor Co. will announce 
a complete new line on Jan. 1. The new 
car will be a spectacular improvement 
on the present line, according to current 
reports. All details, it is expected, 
will be available on the first of the year. 

Chevrolet assembly plants have been 
in production of the new car since Dec. 
12 and shipments have been under way 
to dealers since Dec. 15, so that practi- 
cally all of the entire dealer organi- 
zation will be prepared for the intro- 
ductory showing. Cars will be ready 
for delivery by dealers immediately 
after the first of the year with produc- 
tion being steadily increased. 

Unofficial reports say the new car 
will embody many improvement in de- 
sign and construction and new stand- 
ards of beauty are promised. Easier 
handling and smoother riding qualities 
are heralded as outstanding features. 
All the resources of General Motors 
Corp. are reported to have been em- 
ployed for months in designing and 
building the new car. 





Liability Rates Increase 

NEW YORK, Dec. 20—Effective to- 
day, personal injury liability insurance 
on privately owned automobiles will 
cost 16 per cent more than heretofore. 
This decision was announced by the 
National Bureau of Casualty and 
Surety Underwriters, as the result of 
a survey of the past four years’ ex- 
perience which shows that many of the 
companies have been losing money in 
certain areas on their liability in- 
surance, 

Some of the reasons given for this 
are the increasing power and speed of 
the automobile, the tendency of the in- 
jured to claim and for juries to award 
larger damages and the increasing 
mileage of improved roads which has 
brought about greater use of auto- 
mobiles. 
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Enthusiasm Marks 
Stutz Convention 


More Than 300 From Here 
and Abroad Assemble for 
Annual Meeting 


INDIANAPOLIS, Dec. 14—Slapping 
a back here and shaking a hand there, 
Charles M. Schwab of steel fame, one 
of the directors of the Stutz Motor Car 
Co. of America, Inc., upheld his tradi- 
tional appellation of the “most human 
fellow in the world,” and the “apostle 
of optimism” during the annual Stutz 
dealer convention ended here today. 

More than 300 members of the Stutz 
distributive, retail sales and service or- 
ganization from all over the United 
States and many foreign countries were 
keyed to a pitch of unprecedented en- 
thusiasm for Stutz’ future after listen- 
ing to two addresses “‘to the boys” by 
this industrial master. 

“T’ve never yet been connected with 
an unsuccessful industrial enterprise, 
and I don’t intend to be this time,” he 
told them. ‘‘You have passed the peak 
of hard going, and I know next year 
I am going to congratulate you in 
more hearty terms than ever before 
for the excellent work you have done. 

“T and those associated with me as 
directors of the Stutz company have 
never experienced a moment’s unpleas- 
antness in connection with the affairs 
of this company. We have absolute 
faith and confidence in your president, 
F. E. Moskovics, and your vice-presi- 
dent, Col. E. S. Gorrell. You have the 
finest automobile ever built to sell, 
you have the direction of the ablest and 
most humane men, and the rest is up 
to you. That you will do the job ex- 
pected of you is a certainty.” 


Many Interesting Sessions 
The three-day convention at the Stutz 
factory was marked with many inter- 
esting sessions and announcements. 


On the opening day Mayor L. E. Slack 


of Indianapolis greeted the organiza- 
tion, promising that if Mr. Moskovics 
got the delegates into anything they 
could not get cut of, he would open anv 
door necessary to assure them the free- 
dom of the city. 

Following short talks by F. E. Mos- 








AC Comptroller 











j 


W.E. Ross 


Mr. ROSS has been appoint- 
ed comptroller of the AC Spark 
Plug Co., succeeding H. H. 
Curtice, who has been elevated 
to the position of vice-president 
and assistant general manager. 
Mr. Ross joined AC in 1919, 
going there from the E. I. 
duPont de Nemours Co., of 
Wilmington, Del. 














Hooey-ism 
GOOD sales manager can 
give away enough to secure the 


good-will of every man, woman 
and child in the city—at no ex- 





pense. 








kovics, Eugene V. R. Thayer, Carl 
Schmidlapp and Mr. Schwab, the assem- 
bly was startled to hear radio greetings 
from Lee Foo, Hong Kong, China, dis- 
tributor for Stutz, and Warwick 
Wright, London distributor. The radio 
was scheduled also to bring greetings 
from Blake Ozias, Paris; Walter 
Schmidt, Berlin, and Luis Angel Firpo 
of Buenos Aires. 

Monday afternoon the delegates were 
shown through the Weymann body 
plant and were taken to the Speedway 
for several events. Demonstration laps 
were run off by George Spindler, In- 
cianapolis Stutz distributor, and Rich- 

(Turn to page 19, please) 





M. A. Holmes With Federal 

DETROIT, Dec. 16—Milton A. 
Holmes has joined Federal Motor Truck 
Co. where he will assist M. L. Pulcher, 
president, in general sales work. Mr. 
Holmes recently has been vice-presi- 
dent of Relay Motors Corp. In 1914 
Mr. Holmes entered the industry as 
sales manager of Republic. He re- 
signed as vice-president of Republic 
in 1919 to organize the Transport Truck 
Co. : 

Mr. Holmes will devote the major 
part of his time to helping present Fed- 
eral distributors as well as assisting 
in making new distributing connections. 
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Lansing Dealers 
to Salvage Cars 


Men Prominent in Trade Back 
Newly Formed Wrecking 
Company 





LANSING, Dec. 20—A group of 
prominent Lansing automobile dealers 
have followed the example of dealers 
in a number of other large cities and 
have formed a corporation for the ex- 
clusive purpose of salvaging old auto- 
mobiles. The corporation has been 
named The Auto Salvage Co. 

The company has secured a location 
for its operation at the corner of Beach 
and South Sts. Old cars which are in 
bad condition and which have been 
acquired by member companies, and 
which ordinarily would be sold to junk 
dealers, will find their way to the sal- 
vaging yard. The company will also 
buy old cars from outsiders for the 
purposes of salvaging. The cars will 
be stripped and the used parts made 
available for sale. Materials which 
cannot be sold for use again will be 
sold as junk. 

Officers of the company are: Frank 
S. VanDervoort, president; Harold 
Lorenz, vice-president; Grover Truxell, 
secretary; M. L. Garlock, treasurer. 
Marlo Ely has been named manager 
of the new company. 

The following dealers incorporated 
the salvaging company: Lansing Olds- 
mobile Co., Lorenz Brothers, Carl 
Schopp Auto Sales, Garlock Sales Co.,. 
Truxell Sales Co., F. H. McClintock 
Co., Stevens Motor Car Co., George H. 
Rowley, E. F. Foster and Frank §S%. 
VanDervoort. 





Fisher Body Resumes 
DETROIT, Dec. 21—The Fisher 
Body Co. plant at Lansing, manufac- 
turing and finishing bodies for the 
Olds Motor Works, resumed  oper- 
ations Monday morning, putting 1300 
men back to work. It is expected that 
by the first of the year another 400 men 
will be added to the payrolls and that 
by March 1, a total of 2000 workers 
will be in the employ of the company. 
The announcement was made by 

Charles C. Cross, factory manager. 





Hooey-ism 
A GOOD parts man buys every 


new line of accessories the sales 
manager sees, but never has out- 
of-date accessories on his in- 
ventory. 
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Airplane Business 
Rapidly Increases 
Thompson Products Looks for 


Third of New Trade 
From Industry 





CLEVELAND, Dec. 21—Prediction 
that one-third of the new business ob- 
tained by Thompson Products, Inc., of 
Cleveland, in the next two years will 
be founded on the airplane industry 
made by L. M. Clegg, general sales 
manager of the company. 

Mr. Clegg said the growth of the air- 
plane business is rapidly beginning to 
rival that experienced by the auto 
industry. He returned to the home 
office in Cleveland this week with two 
large orders for airplane motor valves. 

One was signed by the Pratt & Whit- 
ney Aircraft Co. of New York, which 
is starting to build 346 motors for Navy 
“Wasp” planes that will cost $3,147,000, 
according to Mr. Clegg. The motors 
have nine cylinders, are air-cooled, and 
will develop 400 hp. 

The other order came from the 
Wright Aeronautical Corp. of Paterson, 
N. J. It is building 166 “Whirlwind”: 
J-5A motors for the war department. 
They will be used in army observation 
and training planes, Mr. Clegg said. 

“Airplane parts represent a quality 
business,” said Mr. Clegg. “Price is 
a secondary consideration. Safety is 
first.” 


Goodrich Rubber Co. Sells 
N. Y. Goodrich Building 


NEW YORK, Dec. 19—The B. F. 
Goodrich Rubber Co. has sold the 12- 
story Goodrich building at the corner 
of Fifty-seventh St. and Broadway at a 
price understood to be close to $1,500,- 
000. The building has a frontage of 53 
feet on Broadway and extends back 
181 feet, connecting with an 8-story 
wing which comes out on the 50-foot 
frontage at 225-227 West 57th Street. 
According to the broker in the deal, 
there are 11,000 square feet on the site. 


Rodger Heads Booster Club 

DETROIT, Dec. 19—David W. Rod- 
ger, general sales manager of the Fed- 
eral-Mogul Corporation, has been elected 
president of the Automotive Boosters 

















Regional Heads 








Stanley Zweibel 


APPOINTMENT of Stanley 
Zweibel and H. W. D. Brown 
as regional sales managers is 
announced by H. H. Brooks, 
Marmon general sales director. 


Mr. Zweibel will represent 
Marmon on the Pacific coast 
and has_ established head- 
quarters in San _ Francisco. 





H.W. D. Brown 


As regional sales manager, 
Mr. Brown will direct Marmon 
sales activities in the field in 
the states of Virginia, North 
Carolina, South Carolina, Mis- 
sissippi, Alabama, Georgia, 
Florida, Tennessee and part of 
Louisiana and Arkansas. 














Hooey-ism y 


THE perfect mechanic can re- 
pair a transmission and yet stay 
neat and clean. 











Club No. 19, of Detroit. Mr. Rodger 
has been an ardent worker in the club 
since its formation some months ago, 
and plans a vigorous program for the 
organization during the coming year. 

Other officers elected are: Walter 
Leitheiser of the Superior Piston Ring 
Co., vice-president; R. L. Brown, of the 
Heinne Co., secretary, and A. R. Sandt, 
of the Klaxon Co., treasurer. 
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Air Program for 
Dodge Victory Six 
Public Announcement of New 


Car to be Made Over 
33 Stations 





NEW YORK, Dec. 20—Dodge Broth- 
ers is planning the public announcement 
of the new Victory Six by a four-cor- 
ner radio program, using the National 
broadcasting circuit of 33 stations. Will 
Rogers will act as master of ceremonies 
from Hollywood, Cal., and will intro- 
duce Bert Stone, speaking from Chi- 
cago, Paul Whiteman and his orchestra 
in New York and Al Jolson in New Or- 
leans. 

The program will be staged Jan. 4 
from 10.30 to 11.30 p. m., Eastern 
Standard time. The estimated cost of 
this broadcasting will be around $67,- 
600, of which $25,000 is for artists’ fees, 
$35,000 for telephonic equipment and 
maintenance and the $7,600 for the 
rental of the stations. More than 12,000 
miles of telephone wire will be used in 
this connection. There will be three 
transcontinental lines in use, of which 
one will serve the stations, one will 
transmit the program to New York and 
the third will be held in readiness for 
an emergency. Several hundred engi- 
neers will be engaged to prepare and 
keep in order the hook-up. 

Dodge Brothers expect a radio audi- 
ence of about 30,000,000 persons for 
this concert. 


F. N. Coats Divisional Sales 
Head for Willys on Coast 


SAN FRANCISCO, Dec. 14—Fred 
N. Coats has been made divisional sales 
manager for the 11 Pacific Slope states, 
for the Willys-Overland Pacific Co. 
He will be located at the company’s 
branch in this city. Mr. Coats was re- 
cently regional sales manager for 
Chevrolet on the Pacific coast. 








Bendix Promotes Two 

SOUTH BEND, Dec. 16—C. E. Budd 
has been made purchasing agent of the 
Bendix Brake Co. and O. C. Holaday 
has been promoted to service manager. 
Mr. Budd was formerly connected with 
the Chrysler and Rickenbacker organi- 
zations. 





Hooey-ism Y 


A GOOD parts man keeps a 
chest of first-class tools to lend 
to people who never bring them 
back. 
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Hupp Plans Big 
Sales Campaign 


Cole Looks ior: Contionstion 
of Good Business; Will 
Add Dealers 


DETROIT, Dec. 22—The Hupp Mo- 
tor Car Corp. is planning a vigorous 
selling campaign for 1928. R. F. Cole, 
general sales manager of the corpora- 
tion, revealed in an exclusive interview 
today. Mr. Cole announced that the 
corporation has added 186 new dealers 
since Nov. 1 Business, he believes, 
will be excellent for the entire automo- 
tive industry. 

“It looks as though the automotive 
industry is going to be in for some ex- 
cellent business,” Mr. Cole said, in dis- 
cussing the future outlook. “So far 
as we are concerned we are satisfied 
that we are going to enjoy a good bus- 
iness during the first six months of the 
coming year.” 

He added that it is difficult at any 
time to forecast conditions for a period 
greater than a half year in advance. 





Outlook is Satisfactory 


“We are particularly satisfied with 
the outlook since the introduction of our 
new model for several reasons, namely, 
the keen interest which has been man- 
ifested in the product by the general 
buying public, and also the attention it 
has drawn from dealers and distrib- 
utors. 

“Another reason we believe that bus- 
iness in general will prove so satisfy- 
ing is the spirit of prosperity and en- 
couragement of which we are hearing 
so much about. It seems to pervade 
the entire country.” 


Will Add More Dealers 


During the discussion Mr. Cole re- 
vealed that Hupmobile has definite 
plans toward increasing and strength- 
ening its dealer representation. “But 
we will increase our dealer field only to 
the point to properly market the prod- 
uct,” he said. “It is our plan to give 
all of our dealers a good average bus- 
iness and to make it possible for them 
to make a good profit. We shall main- 
tain our policy of the present during 
the future, and that is to not force the 
market. We want to give our dealers 





Hooey-ism 


THE perfect mechanic under- 
stands why only the hard jobs 
should be handled on the flat 
rate plan. 

















$200,000 a Year 
or Salesmanship 


Made Easy 





Lesson Number 6: “Diverting 
the Prospect’s Attention” 














I F your medicine makes people 
fat why don’t you use it your- 


self?” is the embarrassing 
question that the purchaser of 
Spratt’s Anti-Lean has asked 
the salesman, Tim  Toople. 
Fortunately Tim _ has_ been 
trained by our course to save 
situatiens like this. Instead of 
answering, he DIVERTS THE 
PROSPECT’S ATTENTION. 
“Can you balance a cane 
like this?” he asks, and with a 
few deft movements, the cane, 
unsupported, stands. upright. 
The prospect’s attention is di- 
verted and the sale is saved. 
(The cane shown is our Atten- 
tion Diverter number 4, fur- 
nished complete with pin in 
ferrule for use on boardwalks. 
Prices on rubber cigars, slum 
jewelry, mechanical red-hots, 
“Those Jazzy Babies” and other 
diverters free on_ request. 
Triflers save your stamps.) 

















every car they can absorb profitably 
and we do not want to give them one 
car that they cannot profit on. In my 
opinion this is the only safe and sound 
way to merchandise motor cars. It 
certainly gives the dealer a greater 
opportunity to make a greater profit 
than if he was loaded, and, at the same 
time it is, I believe, the one way that 
the manufacturer can contribute mate- 
rially to assisting the dealer in avoiding 
the so-called used-car problems of 
which we hear so much about.” 


separate crankshaft. 


Motor Age 


Lockhart Building 
a Speed Test Car 


Starts Construction of Ma- 
chine to Go After World’s 
Record 


INDIANAPOLIS, Dec. 21—A tiny, 
torpedo-like racing car, that it is hoped 
will regain for America the world’s 
one-mile speed record, is being con- 
structed at the Stutz plant in Indian- 
apolis by Frank Lockhart, chief of the 
Stutz race team, it was learned during 
the convention of dealers and distribu- 
tors here today. 

It will be tiny as compared with the 
huge automobile in which Major H. O. 
D. Seagrave set his record of 203.7 
m.p.h. The car is now in the process 
of assembly and its speed has not defi- 
nitely been determined. 

“It will be whatever it takes to beat 
Seagrave’s record,” said the brave 
young Lockhart, confidently. 

It is understood that the special job 
will be powered by a 16-cylinder engine, 
constructed in a V, with each side of 
the V an eight-in-line engine with a 
The crankshafts 
will be geared together and balanced by 
a single flywheel, it is believed. 


380 Hp. Power Plant 


The car will have a wheelbase of 
112 in. and a tread of 52. Bore and 
stroke of the engine will be 2 3/16 by 
8 in., and the cylinders are cast in 
blocks of four. Piston displacement will 
be 183 cu. in. and the engine is expected 
to develop 380 hp. 

The car is expected to weigh about 
2500 lb. complete. 


Three-Speed Transmission 


One surprising detail of the special 
will be the worm gear final drive and 
the three-speed transmission. The lat- 
ter development is expected to save 
wear on the tires, which Lockhart con- 
siders the most vital detail. Two super- 
chargers will be used, according to 
present plans. 

Utmost possible streamlining will be 


effected in the body, which has been 


completed but probably will remain the 
big mystery until shortly before the 
car begins speed tests which will be 
some time in January. 





Hooey-ism 


A GOOD parts man never says 
anything that reflects on his com- 
pany or the cars his company 
sells, 
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Here’s a Christmasy Contrast 


Goop points on Christmas window display can be gained by automobile dealers throughout the country by observing the 


black-and-white contrast in the Flint display of the Pearl Motor Sales Co., Allentown, Pa. 


window dress. 


Christmas lends itself to good 


The white of the snow, the sharp green of spruce and balsam, and the brilliant red of brick walls, chimneys, 
etc., form a glowing background for the shiny model of the automobile itself. 


Motor AGE is particularly anxious to obtain 
a photograph of your Christmas window display. 


Will you send it along? 





Pete DePaolo, Speed 


King, Reo Salesman 

LOS ANGELES, Dec. 20—Peter De 
Paolo, winner of the 1925 and 1927 
A.A.A. speedway championships, is now 
a full-fledged automobile salesman on 
the force of the Reo factory branch in 
Los Angeles. 

After the close of the last racing sea- 
son, De Paolo went to Lansing, and the 
result of his interview was an appoint- 
ment on the factory staff. Then he 
came to Los Angeles and reported for 
duty at the local factory branch. 


New York-Brooklyn 


Firms to Consolidate 
NEW YORK, Dec. 20—Colt, Stewart 


& Foy, Inc., and the Simons Motor 
Sales Co., Chrysler distributor for New 
York City and Brooklyn, respectively, 
will consolidate under the name of Si- 
mons, Stewart & Foy, Inc., on Jan. 1. 
They will maintain the present sales- 
rooms and service stations of the two 
companies in Manhattan, Brooklyn and 
the Bronx, and executive offices will 
continue at 1745 Broadway, at Fifty- 
sixth Street. 

Guy O. Simons, present president of 
the Simons Motor Sales Co., will be 
president of the new company, and Wil- 
liam D. Stewart and Byron C. Foy, vice- 
presidents of Colt, Stewart & Foy, will 
be vice-presidents of the new company. 
Austin Beam, secretary and treasurer 
of the Brooklyn company, will be sec- 
retary-treasurer of the new company. 

William L. Colt, president of the New 





York company, will retire from active 
participation in business in New York, 
a move which he has been contemplat- 
ing for some time. He will retain his 
interests in Colt, Birmingham & Brady, 
Inc., of Providence, Chrysler distrib- 
utor for Rhode Island. 


Huffman to Talk to N. C. 


Dealers on Tax Problems 
NEW YORK, Dec. 20—Russell Huff- 
man of the legislative committee of the 
National Automobile Chamber of Com- 
merce, is going to North Carolina, on 
the invitation of southern automobile 
dealers, to advise them on their prob- 
lems of taxation and possible elimina- 
tion of excise. 








Rubber Shipments Firm 

NEW YORK, Dec. 22—Gross ship- 
ments of rubber from Malaya during 
November were 28,277 tons, which com- 
pares with 29,846 tons in October and 
34,301 tons in November a year ago, 
according to Henderson, Helm & Co. 

Gross shipments for the year 1927 
will be about 15,000 tons less than those 
of 1926, in their opinion. 





Hooey-ism 

A GOOD sales manager grants 
every man on his force a vacation 
—assuming their duties while they 
are gone—but is never absent for 
more than a day or two himself. 











Peabody Fills Newly 
Created Hupp Post 


DETROIT, Dec. 19—Because of the 
increased work at the factory occa- 
sioned by the enlarged selling program 
for the Hupp Motor Car Co., F. D. Pea- 
body has been appointed to fill a newly 
created post of an additional assistant 
general sales manager. Mr. Peabody 
comes to the factory from the North- 
west where he has been in charge of 
company sales activities in that terri- 
tory. 

During recent months new district 
sales managers have been placed in all 
the company’s districts with the excep- 
tion of one. The exception is H. R. 
Roberts of the Pacific Coast. The new 
appointments which have been made, 
follow: Edward D. Dieckhoff, assistant 
sales manager, Eastern States; J. W. 
Upson, Southern States; George R. 
Lipe, Northwest; A. G. Millard, Can- 
ada; F. E. Kennedy, Eastern States; 
J. J. Mich.; northern New York and 
Pennsylvania; F. D. Phillips, Ohio and 
Indiana; A. M. Colgrove, Chicago; G. H. 
Wright, Southern States; H. L. Winter, 
Texas, and J. E. Roberts, Northwest. 





W. Christopher Resigns 
NEWARK, N. J., Dec. 22—W. Chris- 
topher, for many years president of the 
Automotive Equipment Co., has re- 
signed and will turn his attention to 
other fields. F. W. Ehrlich will succeed 


Mr. Christopher as president of the 
company. 
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Lets Police Use Car 
and Loses License 


Bay State Registrar’s Decision 
Clears Condition Called 
Serious 


BOSTON, Dec. 19—Frank A. Good- 
win, Massachusetts motor vehicle regis- 
trar, has revoked the license of a driver 
whose car killed a man when the ve- 
hicle was commandeered by a police 
officer. 

A few nights ago Patrolman James 
J. Quinn jumped on the running board 
of a car owned by Nathan Margolis, 
and flourishing a revolver ordered him to 
chase another car. Traveling at speed 
Margolis hit a man crossing the street, 
killed him, then hit a tree, smashinz 
his car and hurting himself. 

Mr. Goodwin, terming affairs of this 
kind “crazy, wild west business,” plans 
to stop it. He says, “I am sorry that 
I have to take away the license from 
Mr. Margolis, because he, like so many 
other persons, no doubt thought he was 
under obligation to obey the police 
officer in chasing the other car. 

“The power given to a police officer 
to demand aid from a citizen does not 
carry with it the power to compel the 
person aiding to violate any laws.” 

Police Commissioner Herbert A. Wil- 
son today stated that there was a grave 
doubt in his mind as to the right of a 
police officer to commandeer an auto- 
mobile to pursue some alleged law- 
breaker. 





Canadian Representative 
Wins Shaler $400 Prize 


WAUPUN, WIS., Dec. 20—At the 
annual meeting of the sales and adver- 
tising departments of the Shaler Co., 
Dave Clark of Prescott W. Robinson 
Sales Co., Ltd., Montreal, was presented 
with a check for $400 as the first prize 
for having shown the greatest increase 
in sales on Shaler vulcanizers and allied 
products during a four-month period. 
The second prize, $100 in cash, was 
presented to W. F. Minnich of Colley- 
Minnich Co., Atlanta, Ga., southern 
representative. 

The prizes were personal awards 
made by P. H. Dorr, president of the 
Shaler Co. 


Marmon “78” Prices 


INDIANAPOLIS, Dec. 22—Six dif- 
ferent body models are being offered 
on the Marmon 78 chassis which was 
described in the Dec. 8 issue of this 
business paper. These are priced 
as follows: Two-passenger roadster 
$1,895, four-passenger speedster $1,965, 
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New England 72 


Car Club Office 
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LEF T to right: Fred Harvey, sales promotion manager, Portland, Me., 
zone; J. J. Horrigan, president of the club; H. J. Walsh, Boston zone manager; 


Ff. C. Wells, vice-president of the club; 


Fred Fountain, secretary; F. C. Lane, 


treasurer; P. B. Letts, regional sales promotion manager of the Atlantic coast. 
And, of course, all the foregoing, as you know, refers to the New England 
Chevrolet crowd 





two-passenger collapsible coupe $1,995, 
two-passenger coupe $1,895, four-pas- 
senger victoria coupe $1,995 and a five- 
passenger sedan at $1,895. The road- 
ster, collapsible coupe and two-passen- 
ger coupe are equipped with rumble 
seats. 





Ford Triplex Glass Order 


Greatly Increases Output 
NEW YORK, Dec. 19—The new 
Ford has adopted Triplex glass as 
standard equipment in the windshield, 
according to Amory L. Haskell, presi- 
dent of the Triplex Safety Glass Co. of 
North America. 

In commenting upon the situation, 
Mr. Haskell says: 

“To meet Ford demands we have 
tripled our factory in Hoboken and in- 
creased our production 250 per cent in 
the past 12 days. We brought new 
grinding machinery from California by 
airplane. Within the month, our pro- 
duction will have increased 800 per cent 
more and soon after New Year’s we 
shall be equipping 1000 cars a day.” 





Doubles Membership 


COLUMBUS, OHIO, Dec. 22—New 
members to the number of 300, practi- 
cally doubling the roster, have been 
added by the Ohio Council, National 
Automobile Dealers’ Association, as the 
result of a recent drive by a committee 
in charge of J. W. Tarbill, Cincinnati, 
chairman of the board of governors. 
The work was carried on largely by 
correspondence and by the _ various 
governors heading movements in their 
communities. : 


Right of City to Sell 
Gas Upheld by Court 


WASHINGTON, Dec. 19—The right 
of a city to sell gasoline was upheld 
this week by the United States Su- 
preme Court in the suit of the Standard 
Oil Co. against the city of Lincoln, Neb. 

The contention was made by the oil 
company that for a city to engage in 
the sale of gasoline was a violation of 
the “due process of law” requirement 
in the fourteenth amendment. The 
court, upholding the contention of the 
municipal authorities, held that the sale 
of gasoline and oil by the municipality 
to its inhabitants at cost where the 
market in its entirety is owned by the 
public, is a public use and a proper one. 





Paige-Detroit Declares 


$1.75 Quarterly Dividend 
DETROIT, Dec. 17—The board of 
directors of the Paige-Detroit Motor 
Car Co. met yesterday and declared the 
regular quarterly dividend of $1.75 a 
share on the first preferred stock, pay- 
able Jan. 2 to stock of record Dee. 15. 
Dividend action on the second pre- 
ferred stock was deferred upon the 
recommendation of the Graham 
brothers, who with their close associates, 
own more than 90 per cent of this stock. 





P. H. Withington 
CLEVELAND, Dec. 19—P. H. With- 
ington, chairman of the board of direc- 
tors of Sparks Withington Co., maker 
of Sparton horns and radio receiving 
sets, died Dec. 16 at his home. Death 
was caused by brain fever. 
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Traffic Group 
Has Meeting 


Make Recommendations for 
Control and Decide on 
Tentative Code 





NEW YORK, Dec. 19—At the meet- 
ing of the committee on Municipal 
Traffic Ordinances and Regulations at 
the National Conference on Street and 
Highway Safety held in Washington, 
Dec. 8, 9 and 10, a tentative code was 
placed in the hands of the drafting 
committee for the promulgation of uni- 
form municipal traffic ordinances. 

The report of the drafting committee 
is expected to be ready within another 
10 days and automotive manufacturers 
and dealers whose business might be 
affected by the adoption of such a code 
should get in touch with the committee, 
who will send them copies as soon as 
it is prepared. Another conference is 
to be held this winter or early spring 
when the suggestions received in the 
present draft will be considered and a 
final model code drawn up. 

The salient points of this code, which 
were brought out in debate at the con- 
ference, will include some of the follow- 
ing regulations: 

It is recommended that left hand 
turns be made only on green light, ex- 
cept under very special circumstances. 
It is also recommended that all cars 
come to a complete stop before making 
a right hand turn where the right 
turn is made on a green light. 

Another important recommendation 
is that cities making exceptions to this 
code, for some very valid reason, post 
the roads where the exceptions are 
made conspicuously, so that drivers will 
be informed of the exceptions. 

The soliciting of rides would be for- 
bidden by the suggested code. 

The, conference was very closely 
divided on the question of the advis- 
ability of the use of amber intermediate 
signals. It was the feeling of those 
present that no recommendation should 
be made until the opinion of a wider 
range of cities is obtained. While prac- 
tically all cities of over 500,000 popula- 
tion in the United States were repre- 
sented, it was felt that any opinion on 
this question reached by the body pres- 
ent would not be sufficiently represen- 
tative. 

To Study Matter Further 


A committee was authorized to make 
a further study on the placing of the 
responsibility for posting of signs at 
railway crossings. The question of 
positive visibility signals at grade 


ernssings also was discussed. 











Trophies Recall Old Times 





Motor Car Co. at Pontiac, Mich. 


events. 


driver of that period. 





R EMINISCENT of the old days, when curious crowds witnessed the 
hill-climbing contests between pioneer automobiles, is the collection of 18 
cups now occupying an honored place in the factory of the Oakland 


Visitors to the general offices of the company—especially the veteran 
salesmen who have dealt for many years with the automotive industry— 
frequently stop to read over the inscriptions on the old cups. 
trophies recall the contests which filled the newspapers of 1909, 1910 and 
1911, when the public marveled at the audacity of motorists attempting 
hills which were difficult even for the horse-drawn vehicles of that day. 
The horse then was still king and many regarded these “horseless 
carriages” as cranky contraptions of little real value. 


The trophy inscriptions record the scenes of many such historic hill- 
climbing contests in addition to several early economy and reliability 
Among the famous test hills listed are Giant’s Despair Climb 
at Wilkes-Barre, Pa.; Jefferson Hill, Long Island; Thurlow Hills, Poland, 
Me.; Porter Hill, Cleveland, the heavy grades around Paris, IIl., and 
Baltimore, Md., besides many other famous in early days. 


On several of the cups appear the name of Harold Bauer, a famous 


The 





Another suggested regulation, de- 
signed to eliminate all-night parking 
and thus facilitate police authorities in 
checking up on stolen and abandoned 
cars, was one forbidding parking for 
over 30 minutes between the hours of 
2 and 6 a.m. 

(Turn to page 18, please) 





Victor Gasket Develops 
New Annealing Process 
CHICAGO, Dec. 19—The engineering 
staff of the Victor Manufacturing & 
Gasket Co. has developed a _ hydro- 
bright annealing process by which cop- 
per is uniformly annealed so that no 
scale or discoloration occurs. The 
metal is more thoroughly annealed than 
formerly so that the copper now reaches 
the forming presses soft and ductile. 


Collins Sells Holdings 


CHICAGO, Dec. 19—R. H. Collins, 
president of the R. H. Collins Auto- 
mobile Co., Chrysler distributor in the 
Chicago territory, has sold his inter- 
est to an organization to be known as 
the Chrysler Illinois Co. The manage- 
ment and personnel of the new com- 
pany will be the same as before except 
that Mr. Collins will retire. 

W. C. Auble, who was general man- 
ager of the Collins company, continues 
as general manager. 

Mr. Collins has not made an an- 
nouncement of his plans but it is pre- 
sumed he will devote a major part of 
his time to interests on the Pacific 
Coast. 











Chrysler Building 


Engineering Plant 


DETROIT, Dec. 19—Construction of 
a new building to house the activities of 
the Chrysler engineering department, 
is under way at the corporation’s High- 
land Park plant. 

The new structure will be 60 by 400 
ft., of four stories, and designed for a 
fifth floor to be added when further ex- 
pansion requires it. 

Among the many unusual features 
of the new building will be an ice 
plant with a capacity of 75 tons per 
day, with the latest equipment for test- 
ing cars under all conditions of temper- 
ature and humidity, dynamometer test 
rooms with exhaust systems under- 
ground; an air washing system to pro- 
vide pure, fresh air in all working 
spaces; chassis roll testing machinery; 
hydraulic lifts for car observation, etc. 





N.E.Dealers to Visit Factory 

BOSTON, Dec. 20—What is expected 
to be the biggest group of Oakland- 
Pontiac dealers ever to visit the plant 
at Pontiac, Mich., will be the New Eng- 
land delegation which leaves Boston 
Dec. 28. 


Under the direction of President 
Charles R. Dunbar of the Oakland Mo- 
tor Co. of New England, dealers from 
all the New England states will take 
a special train which will land them 
at the factory Dec. 29. 
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High Compression 
Engines at Shows 


Sam Miles Points Out Other 
Features of National 
Exhibits 


NEW YORK, Dec. 17—High com- 
pression engines will be one of the out- 
standing featumes of the 1928 National 
Automobile Shows, according to S. A. 
Miles of the National Automobile 
Chamber of Commerce, in charge of 
these shows. A number of the models 
shown will have high compression en- 
gines and some of them will be such 
as to require special fuels. 

Among other features tending to- 
ward higher power are redesigned in- 
take manifolding and larger engines. 
The purpose of the increased power is 
described as increasing smoothness and 
ease of operation rather than increased 
hill-climbing ability. More attractive 
color schemes, body designs and uphol- 
stery are also promised at these shows. 

Decorations for the New York show 
will follow a garden scene motif, con- 
sisting of bowers and gardens and trel- 
lises around the columns. The Chicago 
show decorations will follow the park 
theme, using arc lamps, benches and 
other items suggestive of the public 
park. 


Welch With Brogan 

TOWSON, MD., Dec. 20—G. W. 
Brogan, Inc., advertising counsel, an- 
nounces that the organization has been 
augmented by the addition of R. M. 
Welch, automotive service and tool 
expert. 

Mr. Welch worked his way from office 
boy to salesman for the Carey Ma- 
chinery Co., mill supply jobbers of 
Baltimore, Md. He then became asso- 
ciated with the Lambert Automobile 
Co., Hudson dealer in Baltimore, in 
the capacity of service manager, and 
after nine years of this work became 
associated with the Consolidated Gas, 
Electric & Power Co. of Baltimore, 
in charge of the company’s garage. 














Rarin to Go! | 








Don E. Ahrens 


W E have with us this even- 
ing, Don E. Ahrens, general 
manager of the Philadelphia 
branch of the Cadillac Motor 
Car Company, succeeding 
Ralph W. Cook, resigned. An- 
nouncement of the appointment 
was made by H. M. Stephens, 
general sales manager at the 
factory. 

Mr. Ahrens has been in the 
automobile business since 1916, 
for the greater part of the time 
in business for himself as a 
distributor at Topeka, Kansas, 
and Spokane, Wash. In the 
latter city he had his head- 
quarters as Inland Empire dis- 
tributor for Cadillac. For the 
last two years he has con- 
ducted the company’s branch 
in Evanston, III. 











GM Leases N. Y. Building 


NEW YORK, Dec. 19— General 
Motors Co. has leased the entire four- 
story building at the northwest corner 
of Broadway and Sixty-second St. 
The lease is for a long term and is to 
start Oct. 1, 1928. The Chevrolet 
branch of General Motors will occupy 
the entire building as its New York 
salesroom for passenger cars and motor 
trucks. 
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GMD Course to 
Be Ready Jan. 10 


Enrollments Indicate Total of 
2000 by Tinae First 
Unit is Mailed 


NEW YORK, Dec. 20—With the an- 
nouncement that the first unit of the 
G.M.D. course in automotive selling will 
be mailed Jan. 10, the merchandising 
division of the A.E.A. Greater Market 
Development is urging all those who 
expect to take the course to send in 
enrollments during December. 

While a new subscriber can start at 
any time, it is desired that as many as 
possible be enrolled when the course 
first starts. This is especially desir- 
able when more than one man is en- 
rolled from the same organization—as 
is more often the case than otherwise. 
Included with the course is a group 
meeting plan, whereby all those of any 
one organiation who are taking the 
course can meet once every three weeks 
and go over the contents of each unit 
together. 

It is estimated that more than 2000 
will be enrolled by Jan. 10. 

The G.M.D. course in automotive sell- 
ing consists of six units, mailed from 
this city by the Business Training Corp. 
every three weeks. There are two 
courses, one for retail organizations, 
the other for manufacturers and whole- 
salers. The entire course is devoted to 
the “what, why and how” of selling 
automotive accessories, supplies, parts, 
tools and service. 

Enrollments for either course are 
$25.00 for each name enrolled, and may 
be sent to A.E.A Greater Market De- 
velopment, 35 East Wacker Drive, Chi- 
cago. 


E. F. Hoft Transferred 

CLEVELAND, Dec. 20—The Lincoln 
Electric Co. announces the transfer of 
EK. F. Hoff from the welder division at 
Cleveland to the welder division at New 
York where he will be in charge of 
welder service under the direction of 
G. N. Bull, district manager. 
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should have the kick of a Missouri “mewel.” 


“Be a Salesman or Quit” 


T HEMWM’S strong words, pardner, but when a certain sales manager spoke them he intended that they 

This sales chief of an organization with very wide rami- 
fications, whose name and article you will find in this week’s issue of Motor AGE, knows his green truck 
and therefore when he delivered his “kick” he had his facts at the tips of his toes. The article is just the right 
sort for salesmen to read on the eve of the new year. 


+ + + + 


A MONG the other stories that you shouldn’t pass up is “Ed Howe—a Used-Car Fanatic—and How!” 


+—+4+—-—+4- 
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Ford Makes Coast 
Trip in 90 Hours 


Car Maker Accompanies Ray 
Dallinger for First 
Part of Run 


DETROIT, Dec. 16—Word was re- 
ceived here today, that Ray Dallinger 
of the Ford Motor Co., had arrived in 
Los Angeles, making the trip from 
Detroit in 90 hours. Mr. Dallinger im- 
mediately turned the car around and 
started back across the country and 
is now seeking to establish a good rec- 
ord from coast-to-coast. 

Mr. Dallinger was accompanied on 
the first 33 miles of the trip by Henry 
Ford, who rode as far as Saline, Mich., 
where he left the car. 

According to Mr. Ford, Mr. Dallinger 
has been anxious to make a long trip 
for some time, so the company finally 
decided to let him do it. Last Friday 
night Mr. Ford went with Mr. Dallin- 
ger to the production line where they 
obtained one of the new Model A’s for 
the trip. 

“When he left Friday night, I rode 
the first 33 miles to Saline with him,” 
said Mr. Ford. “When I got out of 
the car I told him: ‘I am going to 
leave you here where the speedometer 
‘shows that you’ve just made about one- 
hundredth of your trip. I suppose the 
next we’ll hear from you will be from 
Los Angeles.’ 

“Now he wants to go from Los 
Angeles to New York. He started last 
night, I understand. That took a pretty 
good driver to make that trip, as well 
as a pretty good car. 

“T think Mr. Dallinger knows the car 
will stand up on a long drive, or he 
wouldn’t be attempting the run to New 
York.” 








Ford at Newark Show 
NEW YORK, Dec. 19—The new Ford 


is to be among the exhibits at the 1928 
Newark Automobile Show, according 
to Claude E. Holgate, manager of the 
show. This is said to be the first time 
that Ford has exhibited his car in any 


17 





FRIDAY, JAN. 6 
Stutz Motor Car Co. of Amer- 


ica, Inec., Salesmen’s and 
Dealers’ Meeting, Branch 
Dt .cbedbareebeinnennede 8.00 p. m. 


SATURDAY, JAN. 7 
Hupp Motor Car Corp., 


Luncheon and Meeting, 
e very day, Commodore 
Hotel. 


Studebaker Corp. of America, 
Dinner, Hotel Plaza 


MONDAY, JAN. 9 

National Automobile Dealers 

Ass’n, Eastern Districts 

Convention, Commodore 

Hotel 
Oakland Motor Car Co., 

Meeting, Roosevelt Hotel 1.00 p. m. 

Banquet, Roosevelt Hotel. .6.30 p. m. 
Rubber Association of Amer- 

ica, Inc., Meeting and 

Luncheon, Commodore 

I i sii. eet reste och ree erate 10.00 a. m. 

Dinner, Commodore Hotel. 
John N. Willys’ Luncheon to 

Trade and Newspapermen, 

Biltmore Hotel ........... 12.30 p. m. 


TUESDAY, JAN. 10 
National Automobile Cham- 
ber of Commerce Banquet, 
Commodore Hotel 





Meetings and Events Scheduled for Week ) 
of New York Automobile Show : 


WEDNESDAY, JAN. 11 


Auburn Automobile Coe., 
Luncheon, Commodore 


Di titeendienenns ceeweies 1.30 p. m 
Cadillac Motor Car Co. Din- 

ner, Hotel Astor.......... 7.00 p. m 
Chevrolet Motor Co, Busi- 

ness Meeting, Mecca 

NN: in nine wee ee teins 1.30' p. m 

Banquet, Commodore 

Dt) tiivi¢ccsnnemeenaamnnenns 6.30 p. m 


H. H. Franklin Mfg. Co., 
President’s Luncheon, Com- 
I 1.00 p. m. 

Gardner Motor Co., Luncheon 
and Meeting, Hotel Bel- 
 Wawennseeeaneacnsceceens 

Motor & <Accessory Manu- 
facturers <Ass’n, Annual 
Meeting, Hotel Astor...... 
Banquet, Hotel Astor..... 


Paige-Detroit Motor Car Co., 
Luncheon, Roosevelt Hotel..... Noon 
Peerless Motor Car Cerp., 
Dinner, Commodore Hotel. 


1.00 p. m. 


2.30 p. m. 
7.00 p. m. 


THURSDAY, JAN. 12 
Society of Automotive En- 
gineers, Dinner, Hotel 
i aSnxsecnenssseceneceens 
Overseas Automotive Club, 
Dinner, Hotel Astor....... 


6.30 p. m. 








of the automobile shows. 

There will be 34 other makes shown, 
as follows: Auburn, Buick, Cadillac, 
Chandler, Chevrolet, Chrysler, Dodge, 
Erskine, Essex, Ford, Franklin, Gard- 
ner, Hupmobile, Hudson, Jordan, La 
Salle, Lincoln, Marmon, Nash, Oakland, 
Oldsmobile, Overland-Whippet, Pack- 
ard, Paige, Peerless, Pierce-Arrow, Pon- 
tiac, Reo, Wolverine, Rolls-Royce, Star, 
Stearns-Knight, Studebaker, Stutz, Ve- 
he and Willys-Knight. 


Birch Joins Franklin 
SYRACUSE, N. Y., Dec. 19—Frank 
Birch, of Lansing Mich., automobile 
body construction expert, has joined the 
experimental body department of the 
H. H. Franklin Automobile Co. of this 
city. 
Mr. Birch was formerly with the 
Oldsmobile company and later has 
been with the Peerless company. 





Seiberling Predicts 1928 

Will be Greatest Car Year 

SYRACUSE, N. Y., Dec. 20—Despite 
the fact that 1928 is the year of a 
presidential election the outlook is for 
a very good business year, according 
to Frank A. Seiberling, president of 
the Seiberling Tire Co., who predicts 
a record-breaking automobile produc- 
tion in the next 12 months with other 
associated products sharing in the gen- 
eral prosperity. 

“General business is at present fairly 
normal,” he said. “Steel may be down, 
but other lines are above the average. 


“There will be the largest automobile 
production in the history of the indus- 
try in 1928,” he continued, “and this 
will subsequently affect and improve 
all automobile accessory lines, espe- 
cially the tire manufacturers and other 
products as well.” 









ee 


Steering Knuckles 
Artillery Wheels 


Only Roller Bearing capable of taking up all wear. 
Warranted for two years, 


TIMKEN ROLLER BEARING AXLE CO., 


Rear Axles 
Front Axles 


- - CANTON, OHIO 


The First Timken Advertisement— 


— appeared in Motor AGE in the issue of Nov. 26, 1903—twenty-four years and one month ago. 


exact size. 


It is reproduced in its 


Compare it with the Timken advertisement in this issue—on Page 7 
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Franklin Company 
Output a Record 


Three Months’ Shipments to 
Dealers Set Record 
Mark 


ee eee 


SYRACUSE, N. Y., Dec. 19—The H. 
H. Franklin Motor Car Co., of this city, 
has just completed one of the most 
active 90-day periods in the history of 
the company. With the close of Nov- 
ember the Franklin company had the 
largest three months’ shipments to 
dealers of any period since the post 
war boom. 

Production activity last month was 
24 per cent ahead of the corresponding 
month last year; October showed a 
gain of 106 per cent over the corre- 
sponding month and September a 49 
per cent gain over September, 1926. 

Total shipments for the first 11 
months of the year have been greater 
than the shipments for the whole of 
1926, according to figures announced by 
H. H. Goodhart, distribution manager. 

The November record, Mr. Goodhart 
explained, is the most promising be- 
cause in November last year the new 
model for 1927 was introduced, which 
spurred production to high figures dur- 
ing that period. The Franklin offi- 
cials also declare that retail deliveries 
are keeping pace with factory output. 





Hub Fatalities Cut in 
Half During November 
BOSTON, Dec. 20—Some idea of 
how well the safety campaigns ar- 
ranged by Governor Alvan T. Fuller 
for cities and towns throughout the 
state have functioned is furnished 
through the statistics issued by Frank 
A Goodwin, registrar of motor vehicles. 
For November this year the death total 
in Boston from motor accidents was 
nine while a year ago it was 22. 





Big Men on Committee 
(Continued from page 15) 


The committee was made up of citi- 
zens from all transportation industries, 
the government and the general public. 
Among those serving in the automobile 
industry and motor clubs were the 
following: 

Alvan Macauley, chairman, Street 
Traffic Committee, National Automobile 
Chamber of Commerce; D. C. Fenner, 
chairman of the Motor Vehicle Con- 
ference Committee of the N.A.C.C.; 
M. L. Heminway, general manager, 
Motor & Accessory Manufacturers’ As- 
sociation; George H. Pride, president, 
Pride Transportation Co.; Ernest N. 
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Two Prize Winners 
Miss EL PASO,” otherwise Miss Mildred Casad, ‘is shown with the loving 


cup and the Chevrolet furnished her as winner in a recent beauty contest. 
Incidentally some one asked us why in an automotive mazazine we so often 


print pictures of beautiful girls. 
interest.” 


The answer is that we know our “reader 
You feilows like them, don’t you?—(Chorus—“We sure do.”) 





Smith, general manager, American 
Automobile Association; A. L. Viles, 
general manager, Rubber Association 
of America; C. B. Warren, Warren- 
Nash Motor Corp.; John Warren Wat- 
son, president, John Warren Watson 
Co.; Major Roy F. Britton, president, 
Automobile Club of Missouri; Howard 
D. Brown, Detroit Automobile Club; 
Fred H. Caley, secretary, Cleveland 
Automobile Club; W. W. Cloud, presi- 
dent, Yellow Cab Co., Baltimore. 

J. Allen Davis, Automobile Club of 
Southern California, Los Angeles; Rob- 
ert B. Davis, sales manager, The Ray- 
bestos Co., Bridgeport, Conn.; G. E. 
Gambill, Gambill Motor Co., Chicago; 
Charles M. Hayes, president, Chicago 
Motor Club; Arthur M. Hill, director 
of Bus Division, American Automobile 
Association; Robert P. Hooper, direc- 
tor, American Automobile Association; 
Russell Huffman, secretary, Motor Ve- 
hicle Conference Committee, N.A.C.C.; 
John L. McChord, Cleveland Automo- 
bile Club; G. G. G. Peckham, The Ohio- 
Buick Co., Cleveland; F. L. Swetland, 
general manager, The Swetland Co., 
Cleveland; J. W. Tarbill, The Citizens 
Motor Car Co., Cincinnati; W. F. 
Thomas, president, Indiana Lamp 
Corp., Connersville, Ind.; C. A. Vane, 
general manager, National Automobile 
Dealers’ Association; F. W. A. Vesper, 
Vesper Buick Auto Co., St. Louis; R. 
L. Wilkinson, Klaxon Co., Anderson, 
Ind., and John C. Long, N.A.C.C. 





Packard Again Enlarges 

DETROIT, Dec. 20—The Packard 
Motor Car Co. announces completion of 
building No. 21, which is the seventy- 
ninth in the group of plant structures. 


Chrysler Adds a 
Sport Roadster 


DETROIT, Dec. 21—The Chrysler 
Sales Corp. announces the addition of 
a new sport roadster with rumble seat 
to the Chrysler “72” models. The car, 
which is conspicuous for its striking 
color combination, lists at $1,595 f.o.b. 
Detroit. 

Among the many distinctive features 
of the car are, folding type windshield, 
with nicked-plated stanchions; drum 
type nickel-plated headlamps; _nickel- 
plated tail lamp; chrome-plated cowl 
band, with nickel-plated side lamps; 
gold compartment in side of body, open- 
ing with the same key as the rear deck; 
floating type front seat and special 
nickel-plated slat iron construction of 
top, which allows unusually compact 
fold. 

Saddle spring type twin cushions are 
used with split leather in the rumble 
seat. 

In addition to announcement of the 
introduction of the new car the cor- 
poration announces a new color com- 
bination for it “72” Royal sedan. 





Cars Cheap in Canada 
MONTREAL, CAN., Dec. 17—The 


government has found that selling of 
used automobile constitutes a difficult 
problem. In its periodic sale of un- 


claimed and confiscated automobiles at 
Toronto, Ont., recently, a Packard tour- 
ing car sold for the sum of $57.50 and 
all that one Ford brought was $10. A 
recent Paige model brought $180 to the 
treasury. The highest price, $290, was 
obtained for a motor truck. 
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Enthusiasm Marks 
Stutz Convention 


Gathering of 300 Addressed by 
Charles M. Schwab and 
President Moskovics 








(Continued from page 10) 


ard Watney, member of the firm of 
Warwick Wright, Ltd., London, despite 
the wet track. Several short stock car 
races were held and the Pak-Age-Car 
came in for much favorable comment 
when it was shown on the track. 

Monday evening Mr. Schwab, Sidney 
Smith, creator of the famous Andy 
B. (illionaire) Gump, and M. C. Meigs, 
publisher of the Chicago Herald and 
Examiner, were the principal speakers 
at the banquet in the Claypool Hotel. 

Sessions Tuesday morning were given 
to discussions of the mechanical fea- 
tures of the 1928 Stutz line by Bert 
Dingley, service manager, and Charles 
S. Crawford, chief engineer; the trend 
in colors, by J. P. Conolly; sales and 
advertising programs by Colonel Gor- 
rell and Glen Buck of the Chicago ad- 
vertising company which bears his 
name, and a safety talk by Victor T. 
Noonan, director of public safety, Chi- 
cago Motor Club. C. Alfred Campbell, 
sales development manager, spoke on 
sales policies. 

In the afternoon Mr. Moskovics spoke 
on selling the Weymann line, and J. J. 
Marshall of the Melchior Armstrong 
Dessau Co., discussed “The Stutz Over- 
seas.” The Stutz in England” was the 
topic of Mr. Watney’s discourse and 
Colonel Gorrell presented the outline 
of an ideal budget plan. 


Pak-Age-Car Officials Presented 


Pak-Age-Car officials, including Wal- 
ter J. Dukes, acting president, Lee Old- 
field, chief engineer, and A. A. Lau, 
sales manager, were presented formally 
to the assembled Stutz representatives 
who will distribute the products of this 
company through the Stutz organiza- 
tion. A trip through the Stutz fac- 
tory brought to a close the afternoon 
session. 

A second banquet was given by the 
Stutz company in the evening with 
Colonel Gorrell as toastmaster and 
Capt. Eddie Rickenbacker, chairman of 
the A.A.A. contest board and principal 
owner of the Indianapolis Speedway, 
the speaker, 

The Wednesday session took up the 
Pak-Age-Car production and sales plan 
in detail, followed by a general sales 
discussion and a discussion of the serv- 
ice policies and methods of mechanical 
demonstration. 


Che 
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By SAM U. L. SPARKS 


NE thing which a lotta people will no doubt find out in 1928 is that what 
comes to him which waits ain’t much. 
But a lotta guys will be going out and getting business as usual. 


It’s mostly 
a case of deciding whether we choose to run. 


* oy * * 


You may think that the younger generation is going to the bow-wows, or 
somewheres, or you maybe think like I do, that they know their onions, but 


irregardless of your views, you have gotta admit that in a lotta cases, now-days, 
“the boy is father to the man.” 


WOOD SHED 

















And the girl, too, for all that. 
What I mean, it ain’t a bad idea to keep in mind when you are trying to 


increase sales that the boys and girls of today will tell dad which car to buy 
tomorrow. 
* * * eS 


I know some places which they call them business places—maybe 
a automobile salesroom or something—and they practically lock their 
doors so’s nobody can get in to buy. 
What I mean, any time you go there you find a lotta cars belonging to the 
boss or salesmen parked in front of the store, making it impossible to get in. 


* * * * 


Last week I expressed my polisy, namely, that it is better to have a lotta 
satisfied customers than only a few and have them dissatisfied, and the way 
to get them is to satisfy them which you have got, even if you have got to 
charge the expense up to advertising. 

Well, the words was hardly out my mouth when another famyous automobile 
man took about five full pages in the newspapers to tell you the same thing, 
but he hired one of them guys with hire education to write it this way: “I hold 
that it is better to sell a large number of cars at a reasonably small margin 
of profit than to sell a few cars at a large margin of profit.” 

Ain’t it the truth? After all, “what Mr. Jones thinks” is what counts, and if 
you are selling a lotta high-priced cars like me, the way to get volume is to sat- 
isfy the Joneses with your service so’s they will tell the Smiths and their 
neighbors. 

And you hadn’t oughta forget that human nature is queer. What I mean, the 
guy which made the wise-crack about “drowning troubles” was all wet. 











a 





Most generally troubles ain’t drowned—especially if they are automobile 
troubles. They keep bobbing up and getting a lotta air. And one dissatis- 
fied customer is libel to keep a lotta buyers from considering your car, so 
sometimes it is a good idea to reduce your margin of profit by making now and 
then a adjustment on a car that will keep your customers satisfied. 


*€ *k * * 


All I gotta say about them guys which ain’t never been approached by a 


automobile salesman is that none of them can claim Sparks Corners as their 
legal place of residence. 


They’s something approaching a solicitation has happened to everybody here 
which has enough to make a down payment on a Half-past Six. 
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What’s Coming in Motordom 








SHOWS 


M. O’Neil Bldg...... Feb. 4-11 
5th Regiment 


*Boston, Mechanics Bldg....... March 10-17 
Brooklyn, Brooklyn Motor’ Vehicle 
Dealers Association, 23rd Regiment 
RE 1 9.560600600066066000008 : 
Buffalo, 174th Armory............ Jan. 14-21 
Camden, N. J., Convention Hall, 
Jan. 30-Feb. 4 
Canton, Ohio, Land O’ Dance....Feb. 12-19 
*Chattanooga, Tenn., Municipal Audi- 
DE ocecuseceseneaenwnanell Feb. 13-18 
*Chicago, National Automobile Cham- 
ber of Commerce, Coliseum, 
Jan. 28-Feb. 4 
*Cincinnati, Music Hall.......... Jan. 15-21 
*Cleveland, Public Auditorium..Jan. 21-28 


Akron, Ohio, 
*Baltimore, 


*Columbus, Auditorium .. ...... Feb. 6-11 
Deadwood, S. D., Auditorium....Feb. 20-25 
Denver, Auditorium ...... eb. 27-March 3 
Des Moines, Coliseum .......... eb. 20-25 
*Detroit, Convention Hall........ Jan. 21-28 
Elmira, N. Y., State Armory.Jan. 30-Feb. 4 


Evansville, Ind., Coliseum..Feb. 26-March 3 
Grand Rapids, Mich. ee Feb. 6-11 
*Harrisburg, Pa., Emerson Branting- 
ham i eenmeneemel Jan. 28-Feb. 4 
Hartford, Conn., State Armory..Feb. 18-25 
Indianapolis, Auto Show Bldg...Feb. 13-18 


*Kansas City, Mo., American Royal 
Di. ~.tsttscetessasenanweuill Feb. 11-18 
i Me Oe. cccceseennaeewee hoes 9-13 
Ee: DEEERc co cccecncooessneenss Feb. 6-11 
Rae EOD ooo 0000000 0ereeceees March 3-11 

*Louisville, Ky., Jefferson County 
DE «ccncienataenn anand wee Jan. 16-21 
*Milwaukee, Auditorium ......... Jan. 14-21 

Minneapolis, Municipal Auditorium, 
Feb. 4-11 
*Montreal, Canada, Motordrome..Jan. 21-28 
Muskegon, Mich., Armory........ Feb. 21-25 
Pee, TE, covcescocosoeeus Jan. 16-21 
ee: De .nocnecceeseceses Jan. 14-21 


*New York, National Automobile Cham- 
ber of Commerce, Grand eg - 
an 


PM .  cs.ctn eee asaeekeeweene 
Niagara Falls, N. Y., Rossandy Garage, 
Jan. 23-28 
Omaha, Neb., Municipal Auditorium 
Feb. 20-25 





Coming Feature Issues of 
Chilton Class Journal 
Publications 
Jan. 1—National Shows Number— 

Automobile Trade Journal. 


Jan. 5—National Shows Issue— 
Motor Age. 


Feb. 18—Statistical Issue—Auto- 
motive Industries. 











Ottawa, Can., New Coliseum ..... Feb. 6-11 
*Philadelphia, Commercial Museum 
Jan. 14-21 
Pittsburgh, Pa., Motor Square — , 
21-28 
Plainfield, N. J., Amusement os - a , 
18-25 
wee R. I., Cranston Street 
b6nsennedesecenaanel ~ b. 11-18 


Salon, Automobile Salon, Inc., 
DCRR, GREGRMO. .cccccccs Jan. 28-Feb. 4 
Salon, Automobile Salon, Inc., Hotel 
Biltmore, Los Angeles aad Feb. 11-18 
Salon, Automobile Salon, Inc., Palace 


Hotel, San Francisco. Feb. 25-March 3 
San Bernardino, oo Ue National Orange 

0 ee re Feb. 16-26 
*San Francisco, Civic Auditorium, 

Jan. 28-Feb. 4 
acetate Jan. 23-28 
Raatss Auditorium 

Feb. 6-12 


at seecnaull Feb. 22-25 
Dak., Coliseum..March 28-31 


Pa., Armory 
Wis. " 


Sioux City, Iowa, Armor 
Sioux Falls, S. 


*Scranton, 
Sheboygan, 


ee TM. sssseenenecneseds Feb. 15-18 
Sprineficla’ Ill. State Arsenal..March 7-10 
Spri =_— Mass., Municipal Audito- 
osha ie to tei ietictiod ataeeiaianell Feb. 27-March 3 
Surinefield. Ohio, Memorial Hall..Jan. 16-21 
*St. Louis, City Market Bldg...... Feb. 6-11 
Syracuse, State Armory.. ~--.-Feb. 6-11 
*Tampa, Fla., Davis island Coliseum 
; March 29-April 5 
*Toledo, Civic Center Garage..... Feb. 6-11 
Trenton, N. J., State Armory....Feb. 18-25 
Troy, N. Y., State Armory ...... Jan. 21-28 
*Washington, D. C., Auditorium, 
Jan. 28-Feb. 4 
Wichita, Kans., Municipal Forum, 
Feb. 6-11 
Wilmington, Del., duPont-Biltmore 
eer eee an. 30-Feb. 
Worcester, Mass., State Armory..Feb. 9- i 


* * will have special shop equipment exhibit. 
CONVENTIONS 


Automotive squipment Association, 
Grand Hetel, Mackinac Island, 
June 10-16 


Michigan Automotive Trade Associa- 
tion, Annual Meeting, Hotel Stat- 
ler, , iene repeats ep Jan, 25 


National Automobile Dealers Ass’n, 
nnual Meeting, Palmer House, 
leita te wy te weld Jan. 31-Feb. 2 


<4 
National Automotive Parts Associa- 
tion, Hotel Statler, Detroit. .Jan. 25- 27 
Society ‘of Automotive Engineers, An- 
nual Meeting, Detroit ....... Jan, 24-27 


N. A. D. A. 
Jan. 31-Feb. 2—Annual, Palmer 


se. 

Chicago, Feb. 1—Banquet, Palmer House. 

New York, Jan. 9—KEastern District, 
Hotel Commodore. 


 §. A. E. 


Detroit, Jan. 24-27—Annual Meeting. 
New York, Jan. 12—Annual Dinner. 


Chicago, 
Hou 


RACE 
Daytona Beach, Fla., series of stock car 
races and world’s’ speed trials, 
Jan. 31-Feb. 8 








Report Ford May Use 


L. 1. Plant for Service 


NEW YORK, Dec. 19—It is unoffi- 
cially reported that the Ford Motor Co. 
is planning to utilize its Long Island 
City plant exclusively as a service sta- 
tion and parts stock station for the 
Lincoln cars, moving all the Ford fac- 
tory work for the Metropolitan district 
to the plant at Kearney, N. J. 

The Kearney plant is now busy man- 
ufacturing such parts as are made 
locally but has not yet started on actual 
assembly work on the new Model A 
Ford. It is expected that this plant 
will turn out 1000 cars a day when pro- 
duction reaches its anticipated peak. 


200 Honor H. P. Grove 

LOS ANGELES, Dec. 21—More than 
200 Southern California Oakland- 
Pontiac dealers and members of their 
organizations assembled in Los Angeles 
recently at a banquet in the Biltmore 
Hotel to welcome H. P. Grove, newly 
appointed representative of the Oak- 
land Motor Car Co. for the Pacific 
Southwest. 

Mr. Grove succeeds A. L. McMeans, 
resigned. On his current swing’ around 
his new territory, Grove is accompanied 


by L. M. Dreeves, Pacific Coast zone 
supervisor of sales for the Oakland 
company who has an extensive acquaint- 
ance in the district. 








| Have a Heart 








STATE Highway Commis- 
sioner MacDonald of the Con- 
necticut highway department 
and his colleagues have their 
hearts in the right place. Here 
is proof of it. The department 
straightened out the road at 
Woodstock and built a new 
bridge over Little River, which 
eliminated the old swimmin’ 
hole, the hang-out of the 
youngsters in the good old 
summer time for generations. 
But, the department dredged 
the river above the bridge, 
graded the banks, applied a 
gravel bottom and constructed 
a substantial platform and 
diving board. The kids vote 
the highway department the 
most popular section of the 
state government. 











Mussolini to be Host 


to Transport Congress 


NEW YORK, Dec. 16—The Fifth 
World Motor Transport Congress is to 
be held in Rome during September of 
1928, by special invitation of Benito 
Mussolini. The invitation was extended 
by Senator Silvio Crispi, president of 
the Royal Italian Automobile Club at 
the Fourth Annual Congress held in 
London, Nov. 14-16. Acceptance of the 
invitation has been announced by the 
Bureau Permanent International des 
Construction d’Automobile. 


Combat Unfair Practices 

OAKLAND, CALIF., Dec. 19—More 
than 50 members of the Independent 
Service Station Owners, Inc., met at 
Willow Inn here recently, and prepared 
detailed plans to combat adulteration, 
short-weights, dishonest measures and 
substitution on the part of service sta- 
tion operators. 

Advertising, verbal advice to motor- 
ists, exhibition of correct measures, 
and prosecution of dishonest operators, 
were decided on as the weapons to be 
used by these operators who repre- 
sented 40 cities of northern and central 
California. 
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Fuel Prices Vary 
Shown by Survey 


WASHINGTON, Dec. 19—A_ wide 
variation in the price of gasoline rang- 
ing from 10 cents to 27 cents a gallon 
is revealed by figures compiled by the 
American Automobile Association re- 
ported by its 950 affiliated clubs. The 
prices were those in effect on Nov. 22, 
at which time gasoline was selling at 
47 different prices throughout the 
United States on that day. 

The lowest price was 10 cents for 
straight run and 13 cents for high test 
gasoline at Peoria, Illinois, and the 
highest price was 27 cents for straight 
run and 29 cents for high test at 
Phoenix, Arizona. Proximity to the 
source of supply is a negligible factor 
in fixing prices, the figures showed, as 
prices were in many instances higher 
close to the oil field than they were at 
points where long hauls were necessary. 

From an analysis of the prices that 
motorists must pay for fuel it would 
appear that gasoline is sold for what- 
ever prices the traffic will bear. 





Larrabee Motor Corp. to 


Locate at Poughkeepsie 

NEW YORK, Dec. 19—The Larrabee 
Motor Corp. of Delaware, recently or- 
ganized to succeed the Larrabee Motor 
Truck Co., Inc., of Binghamton, N. Y., 
has purchased the former Fiat Motor 
Co. plant at Poughkeepsie, N. Y. The 
entire business will be moved from 
Binghamton to Poughkeepsie, accord- 
ing to Joseph P. Day, real estate op- 











Branch Manager 























K. 


WY E print Mr. Metzerott’s 
picture because he has been 
appointed branch manager for 
The Studebaker Corp. of 
America at New York City. 
He succeeds W. K. Erdman, 
who has been appointed man- 
ager of eastern branches, work- 
ing under the South Bend 
office. 


A. Metzerott 











erator, who negotiated the transaction. 
The property, which was held at 
about $300,000, consists of a modern 
plant on a plot of about 14 acres, lo- 
cated on the Albany Post Road. 
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Harvester Co. Has 


a Business Coupe 


PHILADELPHIA, Dec. 19—A busi- 
ness coupe, specially designed for the 
needs of specialty salesmen and general 
service, has been announced by the In- 
ternational Harvester Co. of America. 
It is mounted on a standard Interna- 
tional Harvester %-ton chassis, uphol- 
stered in fabric and furnished with a 
dome light. The top of the coupe down 
to the base of the windows is of fabric 
construction; the lower section is metal. 
Windows in the doors are equipped with 
regulators. 

The body, which is of the low-side 
express type, is 61 in. long and 42% in. 
wide, inside, with 13-in. high sides. A 
rail is mounted about 4 in. above the 
side pieces providing means for roping 
shipments securely in place. 

The entire job is painted in black. 
A nickel-plated radiator shell replaces 
the black enamel shell regularly used 
on the truck chassis. 


G.M.C. Enters Contract 


With American LaFrance 
NEW YORK, Dec. 19—General Mo- 
tors Truck Co. has entered into a con- 
tract with American-LaFrance and 
Foamite Corp. to supply truck chassis 
with Buick motors on which the fire- 
fighting apparatus will be mounted by 
the LaFrance company. 

The object is to create a medium 
size fire-fighting unit which will be sold 
exclusively by the LaFrance company 
under the trade name of American- 
LaFrance-G.M.C. 








Motor Club Representatives Guests of A. A.A. 


REPRESENTA TIVES of New England motor clubs who were guests of the American Automobile Association executive 


committee at conference held recently at Hotel Statler, Boston. 


Henry, president of the association 


The eighth man (seated) from the left at the rear is Thomas 
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Gas, Oil and Hot Dogs—Drive In 


ID ONNEY FORGE & TOOL CO., 

David Lupton’s Sons Co. and 
Alvord-Polk Tool Co. are out with 
products designed for the new 
Ford. That’s the kind of fast-step- 
ping that put the automotive busi- 
ness in first place among the coun- 
try’s industries. 


J. W. Leavitt takes on Willys- 
Overland line for all of California. 
This was a case of take it by 
Leavitt. 


We see mention of Standitall 
radiators. Keeping in mind the 
classic designs of some radiator or- 
naments, we are minded to remark 
that a decent radiator has to stand 
a lot these days. 


Factories favor scrapping, says 
headline. Is this a competitive ex- 
pression or does it refer to used 
cars? 


A. Burdet Crofoot, New York 
news representative of MoTorR AGE, 
knows his p’s and q’s, as well as 
the rest of his a-b-c’s. You will 
get the significance of that play on 
his initials when you read his fea- 
ture story on Bishop, McCormick & 
Bishop in an early issue of the 
trade’s oldest and newsiest weekly. 


Graham Succeeds Graham on 
N.A.C.C. directorate. No board is 
complete today without a portion 
of brown bread. 


George W. Smith named works 
manager of White Motor Co. If 
his middle initial stands for Wash- 
ington, we suggest as his slogan, 
“First in war work, first in piece- 
work, first in the ranks of the 
White plant men.” 


Hiroje Umetsu Star Salesman, 
says headline in Motor AGE. He 
is not a Star star salesman, but a 
Chevrolet star salesman. How do 
you pronounce his name? You don’t 
pronounce it, you sneeze it. 


There is no doubt that the new 
Ford brakes are effective. But who 
would ever expect that a Ford 
could stop so quickly that it would 
be necessary to put non-breakable 
glass in the windshield to keep the 
passengers in the car? 


$5,269,000 is available for snow 
removal this year, according to the 
A.A.A. Now, in order to collect, 
all we need is the snow. 


A highway through Central 
America connecting North and 
South America has been proposed 


by Representative Watson of Penn- 
sylvania. When that is done we 
are going to tour down to Brazil 
and watch them grow rubber tires. 


Practically all families are now 
two-car families. The man has 
the automobile and the woman has 
the street car. 


The appointment of an aero- 
nautical committee by the N.S.P.A. 
does not indicate that they are up 
in the air. Far from it—as they 
evidently have their ears to the 
ground. 


As an export state Michigan now 
ranks third. No mention is made 
of imports from Canada. 


The Chevrolet organization is 
planning on wrecking certain types 
of cars that are traded in. So many 
owners wreck them before they are 
traded in that this should be easy. 


Automobile manufacturers have 
done many things to get ahead. 
Some have been able to get a head 
with higher compression. 


& 

“There are four brakes on this 
car,’ said the used car salesman. 
“Breaks” is right, said the careful 
prospect. 








Ana— 








Because— 


John Cleary Says— 


If you don’t make plenty of money during 1928, it will be 
your own fault. 


There will certainly be plenty of money in circulation— 


It 1s strictly up to you to see that enough of it circulates 
in your direction. 
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Above is what might 
be called a ‘“‘wuzzer.”’ 
It is an Orient buck- 
board, built by Waltham 
Mfg. Co., Waltham, 
Mass., under patent of 
Nov. 5, 1895. It has 
a one-cylinder, chain- 
drive motor. The 
owner of ye antique is “ - 
E. A. om DeLand, : ” a 
Fla. : ™ 


And here we have an. “izzer,” the first Ford 
Model “‘A’”’ released for general use. Senator 
James Couzens, of Michigan, is the owner 
of ye modernity. By a coincidence, mebbe 
strange and mebbe not, the engine number 
of the car is 35, the same as the first 
Model “‘T” he ever owne 











Some of the cars participating in the Reo motor caravan which is eas, ee a” 
making a four-month tour of Texas cities and towns. The oasis . & 
above at which the caravan rested is Wichita Falls 


At right is a group of Chrysler dealers that took a flyer. The 

flight, sponsored by Walter F. Wright, Chrysler distributor of 

Cleveland, was made to enable the dealers to attend a pre-showing 
of the Imperial &0 
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HEN I wrote the first article in this series, 

virtually inviting salesmen to call on me and 

sell me an automobile—and I had the money 

to buy one—some of the fellows around the 

office told me 
what a sucker 
I was to ex- 
pose myself 
to the _ bar- 
rage and con- 
certed attack 
of salesman- me a. 
ship certain oN SF 
to ensue. : asl 
One of the 
loudest horse 
laughs came 
from Pete 
Keenan, = ar- 
tist, illus- 
trator, car- 
toonist and 
originator of 
MoToR AGE 
Impressions 
—the series 
of impres- 
Sionistic por- 
traits now 
running in 
the magazine. 
At the end 
of six weeks 
I told Pete 
that I had 
been solicited, 
up to that 
time, by only 
one salesman. 
And that the 
solicitation 
consisted of a 
letter from 
the sales- 
man’s place 
of business 
in Cheyenne, 
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What wa # Scared 
Bloodhounds 


They Were Given a Sniff of an Automotive Dollar 
But They Didn’t Take a Scent 
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who is a Stearns-Knight salesman in that town. 

So Pete stopped laughing and sat down at his drawing 
board. The result was the picture of Ye Editor, on 
his knees, pleading with a group of automobile salesmen, 
which appeared in last week’s issue. “Please, 
Mr. Salesman, I’d Like to Buy an Automobile,” 
Pete had me saying. 

He was so amazed at the lack of interest 
on the part of the automobile salesmen, con- 
sidering all he had been hearing for years 
about the intensity of their salesmanship, that 
he was inspired to picture my experience in 
another way. If his cartoon on these pages, 
riles you, don’t blame him and don’t blame me. 
Blame the salesmen who did not call on me. 

And now, after seven weeks, I am able to 
report that two salesmen have actually called 
on me to get part of my dollar. 

The first of them arrived at my office on 
Monday morning, Dec. 12. I was not in at 
the moment. He learned that I had gone out 
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of the building hatless, so 
he started out to look for 
me. He found me at my 
ham-and-eggs luncheon in 
the De Luxe Diner across 
the street. And he started 
in immediately to give me 
an interesting presenta- 
tion of the Auburn, a presentation which he continued 
in my office. He left some literature with me. And I 
know he'll be back. He was Oscar F. Burkland, asso- 
ciate dealer in Auburn cars at 4410-12-14 Market St., 
Philadelphia. 

Two nights later the second salesman called on me in 
my home. He, too, interested me with a good selling 
talk and left a catalog. And I know he'll be back. He 
was Lee Washburn, salesman of the Upper Darby Nash 
Co., Terminal Motors Bldg., Upper Darby, Pa. 

Readers, meet Mr. Burkland and Mr. Washburn, two 
salesmen who make calls. 

It may be significant that these gentlemen are both 
graduates of the service end of the business. Perhaps 
they have not learned enough about salesmanship to 
reach the conclusion that it is silly to call on prospects. 
Let us hope they never learn it. 

If they continue their present tactics during the com- 
ing year I predict that 1928 will reward them with fat 
order books and plenty of jack in the old bankroll. 

Let us return-now to the experiences of the others 
who have written me. 


A President 


I am on all kinds of mailing lists and receive 
numerous telephone calls soliciting me for the 
purchase of most everything in the world ex- 


| ~~ cept automobiles. I 





bought my first car, 
a Buick, in 1910 
and since then have 
owned Buicks, then 
Stutz, and for the 
last four or five 
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approximately 12 times by mail. 






By 
John Cleary 


oN 


years, Marmons. So far 
as I can remember for a 
year or two back, I have 
not been solicited by any 
automobile salesman, 
either direct or by mail, 
except a periodic follow- 
up by the Marmon. Some 
years back, if my memory serves me correctly, I 
received a little direct-by-mail advertising from Cadillac 
and Packard. It was not at all an intensive campaign 
and I don’t recall that any salesman personally called 


me up on the telephone. 

9: & years ago. It was a specially made roadster. 
No dealer had tried to sell me a car up to that 

time. I sold the car shortly afterwards and during the 

following four years no dealer or his salesman ap- 

proached me in person, by telephone or by personal let- 

ter to purchase a car. 

My second car was “bought” three years ago, with 
practically no selling being done on the part of any 
dealer or organization. While I owned it no one at- 
tempted to sell me a better car for eighteen months. At: 
that time, through a conversation with a former em- 
ployee of this company now with an automobile manu- 
facturer, a salesman got in touch with me, which was: 
responsible for the purchase of my present car. 

All told, however, during -the last seven years there 
was a conspicuous lack of any concerted effort on the 
part of any automobile dealer to sell his particular car 
to me. 

My first car cannot be labeled as to make, since it was 
specially constructed of Buick and Ford parts with 
special body. The second was a Chevrolet, the third a 


Pontiac. 
8Q The number of cars and their makes, three 
cars—Chalmers, Buick, Dodge. 

Number of times I have been approached by salesmen 
or received a personal letter or telephone call asking me 
to purchase a car. About three telephone calls, all from. 
Buick people, and possibly two personal letters from the: 
Dodge dealer where I had my service work done. As. 
far as I can remember, I never received any call or 
letter in any other town. 


A Salesman 
My first car was purchased about seven 


A Salesman 
I have owned automobiles about ten years. 


A Salesman 


I have been driving cars since 1919, Chev- 
rolet, Hupmobile, Marmon, Buick. 

I was solicited once by personal call and 
(Turn to next page) 
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A Salesman 


I have never owned an automobile and no- 
body has ever asked me to buy one. 


An Editor 


I have owned an automobile for about a 
Q? year and a half, one car—Auburn. I have 
been approached by a salesman to buy a car 
only once in my life, and then the approach was more 
or less a casual one made by a personal friend. 
Q3 years. I have owned three Hupmobiles. Dur- 
ing this time I have never been approached 
by a salesman either by personal call or by telephone. 
In April, 1926, I purchased my present Hupmobile 
Six. I wanted a car in the middle price class but had 
no idea what make I would buy so I ealled on six 
dealers. Only two showed any signs of aggressiveness 
by following through and making demonstrations. 
Perhaps I am not a typical buyer, but I like at least 
to feel that a salesman appreciates my business by mak- 
ing some effort to sell me in a legitimate business-like 
manner, which is something salesmen of three of the 
above dealers did not do. 
It is my personal opinion that a very large percentage 


of car buyers today of the middle price field are greatly 
influenced in their selection by the word of mouth from 


friends and associates. 
O4 six months. My first car was a Chevrolet, 

and my second car, which I am now driving, 
is a Nash Special. 

I have never been approached by any salesman to 
purchase an automobile. Before purchasing my present 
car I visited the showrooms of such automobiles as I 
was interested in, and I will say I was diligently fol- 
lowed up by the salesman that I interviewed on my 
various calls. The only communication I have ever 
received asking me to purchase a car was a printed 


post card. 

O5 years. About seven different makes were rep- 

resented by these 10 cars. I have been regis- 

istered at different times as a car owner in Massa- 
chusetts, New York State and Pennsylvania. 

Only once have I been approached, at my home, by 

a car salesman and this was shortly after I moved to 

this city. It was by a man who had just established 


A Salesman 
I have been a car owner for about seven 


A Salesman 
I have owned automobiles for a year and 


A Business Manager 
I have owned about 10 cars, in about 11 








A Vice-President 


I have owned automobiles for 

] Ob seventeen vyears—two Whites. 

I have been approached by 

salesmen, perhaps twenty-five times during 

the seventeen years. The salesmen were rep- 

resentative of such cars as Chrysler, Franklin, 

Chalmers, Lincoln, Packard, Chevrolet, Oak- 
land-Pontiac. 
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OFF? 


BLOODHOUNDS 











A President 


For a long time I was interested 
107 in a Ford agency and naturally 

bought my cars through that 
source. After selling out my interests, I 
moved to a suburb, and I recall distinctly that 
I solicited a Buick dealer on a trade-in prop- 
osition. 

After having made the trade and having 
had the new car about two months, I began 
to be solicited by mail from several automo- 
bile agencies and in fact I kept getting letters 
from the Studebaker Company for a year 
after leaving the suburb, but never during 
that time do I recall a salesman calling on 
me to sell me an automobile. 

















oe 





a new Hudson dealership and who was out trying to 
drum up some business. 

One or two automobile salesmen have called upon me, 
in the office, but only because I had been in their show- 
rooms, and had requested that they bring in some data. 

I have been circularized, through the mail, by two 
dealers. 

I have often asked passenger car dealers why their 
salesmen were not more active in calling upon individual 
car owners (both at the office and at home) and have 
never received a satisfactory reply. 

Passenger car dealers and their salesmen are sup- 
posed to be very dynamic and alert, but they are neither, 
I find. They are not half as much on the job as in- 
surance agents, radio salesmen, vacuum cleaner sales- 


men, etc. 
Ob but have, since 1921, owned three Fords and 

one Oakland. In the purchase of all of these 
not one salesman has cailed upon me, written a personal 
letter, or telephoned me. In other words, I bought 


over the counter. 
Q7/ only to the family car a few years ago. 

I have only been approached by a salesman 
once that I can remember, and he at that time admitted 
he was looking for someone else. 

I do not even seem to be on direct mail list of any 


kind either. 
O& automobiles, a Leon Bolle, Hupp 32, Dodge 

sedan, Hupmobile coupe, Hudson coupe, Dodge 
Four coupe, Packard Six coupe, and a La Salle coupe, 
the last two still in my possession. 

Only once in the last 15 years has an automobile 
salesman called on me and that was because during a 
conversation with a man with whom I do business, 
he suggested that I should purchase a Cadillac and to 
change the subject I said that I might be interested. 
As a result, a Cadillac salesman called on me, but when 
I barked at him he left without any further effort to 
make a sale. 


A Salesman 
I am not an old hand at owning automobiles 


A Salesman 
I do not own an automobile, and had access 


A Salesman 
In the past 15 years I have owned eight 
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A Vice-President 


I have owned automobiles for 
1O8 the past ten years. However, 

during this time I have had only 
one make of car and four models. I have had 
two personal calls and two phone and two 
direct-mail solicitations. The manufacturers 
and dealers of the make of car which I have 
been purchasing do not seem to be interested 
in whether I replace my present model with 
a newer one of their make. 

The attitude of most distributors and deal- 
ers is to be deplored, due to the fact that after 
you purchase, they are not interested in doing 
any more than is necessary to keep the car 
going beyond the guarantee period. 




















From my own experience and the experience of most 
of my friends, I feel automobiles are bought not sold. 
OO years. I have owned two Fords, two Hudsons, 

two Dodges, one Mercer. 

During all this period I have never been approached 
by a salesman. On the other hand, I have received 
circular matter from the Hudson and Marmon people. 

Chevrolets, two Oaklands and a Buick. 


LOO Never have I received a solicitation to 


buy a car by letter, circular or otherwise. 

| () ] eight years ago. A friend had had a good 
time with his Franklin and as my daugh- 

ter was to do a good deal of the driving, I decided 

that was the car for us. We had not been solicited 

and the car was bought, not sold. 

After the Franklin, we decided to try a Buick as 
having more power. I went to the Buick agency and 
was courteously shown what they had. I had previously 
decided to buy a Buick and the purchase was made. 
Last May I decided to get another car and again bought 
a Buick. There had been no previous solicitation. 

My impression of the whole salesman outfit there 
was that it was quite statuesque but not dead in earnest. 
102 During that time I have owned six ears. 

They are as follows: Hupmobile, 1911; 
Hupmobile, 1915; Hupmobile, 1917; Studebaker Big 
Six, 1914; Studebaker Big Six, 1924; Hupmobile Eight, 
1927, 

I have been approached not over 10 times by sales- 
men and not over five times by personal letters. I have 
received three telephone calls during this time asking 


me to purchase a car, two out of the three being in the 
last six weeks. 


A Secretary 
I have owned automobiles for the past 15 


A Salesman 
I have owned cars for six years, four 


An Editor 
My first car was a Franklin, bought 


A Salesman 
I have owned automobiles for 16 years. 
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An Art Director 


I have owned cars off and on for about 

103 seven years, three in all, namely, two 

Fords and one Whippet Four. In all this 

time I can safely say I have never been approached 

by an automobile salesman (outside the salesroom) and 

I have never to my knowledge received either a per- 

sonal letter or telephone call requesting me to purchase 
a car. 

Last year in particular 1 remember going to a local 
Oakland-Pontiac dealer in a small suburb outside Chi- 
cago. I told him I would be in the market for a car 
some time in the spring. He took my name and address 
saying he would call on me sometime in March. He 
made no effort to see me, however, not withstanding the 
fact that I was living about three blocks from his 


establishment. 

10 March, 1909, a Cadillac; then a 1912 
Cadillac; then 1914 a Locomobile; in 1918 

a Franklin; in 1922 a Wills; then a 1925 Dodge and 

in 1927 a Pierce. There have been mighty few times 

when an automobile salesman has approached me, and 

then principally salesmen of cars that I already owned 


or had owned. Several rather distinctive mail cam- 
paigns, however, have been sent to me that I recall. 
1914 and some automobile salesmen from small branch 
offices occasionally drive in and try to sell us a car. To 
York office, although, there is a constant stream of all 
kinds of salesmen trying to sell all kinds of services. 
I have been an owner for going on 
five years. My first car, a Chevrolet, 
salesroom and telling the floor manager what I wanted. 
Nobody had ever asked me to buy any kind of a car. 
possibly have sold me the car, because I had sold myself 
before I ever saw him. He was so tickled over the 
Several years later I bought a new car—a Nash— 
which I still have. I bought this after going shopping 
at an automobile show. 
I have been asked to buy, or rather felt out rather 
can’t remember that I have received a letter from an 
automobile dealer since I have been in this city. 


A President 


I have owned an automobile since 


We have lived in the same place in the country since 
my knowledge no one has ever called on me in my New 
A Writer 
105 I bought by walking stone cold into a 
The floor manager simply took my order. He couldn’t 

easy commission that he commented on it. 
down Automobile Row and examining the new models 
timidly, several times since. Twice to be exact. I 








A General Manager 


I have been a driver of a Nash 
] (9 car for over 10 years and do not 

recall one personal solicitation by 
a representative of any other company, ask- 
ing for my business. I have, however, had 
numerous form letters and circulars pertain- 
ing to other makes of cars sent to my home. 




















More of these experiences of owners and others will 
be published in next week’s issue. 
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Shout Shutters wt 


Selling Them to -Notorists 1s Really Doing 
Favor That They Will Fully Apprect 


’D like to know what’s the matter with my car 
lately,” said Wilson as he entered the Westville 
Service Station. 

Mack paused, then asked his customer to tell 
him just how the car acted. 

“Funny,” began Wilson, “but the old car doesn’t 
start the way she used to after I’ve been parked a lit- 
tle while. Furthermore, I don’t get the gasoline mile- 
age that the car used to give. The oil thins out more 
now than it did in summer. I think there must be 
something wrong with the carburetor because I have 
to run for the first 30 minutes each morning with the 
choke half way out.” 

“Well,” Mack finally suggested, “I know what your 
trouble is. The car is just having trouble warming 
up and holding: its heat these cool days. Probably 
nine months out of the year you really should have 
shutters on your radiator. Considering the reduction 
in engine wear that results from the use of shutters 
and the improved gasoline mileage that you get, 
they are a mighty fine investment—and dress up 
the car, too.” 

As Mack talked he also demonstrated the 
shutter he had for sale. There was no 
doubt in Wilson’s mind that the shutter 
would do much to make driving more pleas- 
ant and to prevent premature wear. 

The installation was quickly made 
and Wilson left—happy with his new 
possession—and Mack pleased with 
the profit so readily made. 

But why not a good profit on such 
an item? No reason whatever. The 
item is an investment from the cus- 
tomer’s viewpoint and the price is 
sufficient to justify dealers in push- 
ing the sale. 

Sales resistance dwindles to insignificance 
when the advantages of shutters are realized. 
Among the reasons why shutters sell are the following: 

1. The engine warms up faster. 

Crankcase dilution is reduced. 

Wear on engine parts is diminished. 

Gasoline mileage is improved. 

Oil mileage is bettered. 

Carbon formation reduced. 

Interior of car keeps warmer. 

Strain on starter and battery reduced. 

Engine is protected from weather when parked. 

Engine operation improved even on moderate 
days. 

Car life lengthened. 
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The Benefits -Are 


By C. Edward 


Even with a thermostatically controlled cooling 
system the rush of cold air from the fan delays the 
warming-up process. Obviously, if a cooling system 
is capable of preventing overheating in hot weather, 
this will be disadvantageous in cold weather—unless 
steps are taken to prevent excessive cooling. 

There is no secret about the difficulty of vaporizing 
most of the present day gasolines. It takes heat to do 
it. Unless the needed heat is supplied much of the 
gasoline remains in a liquid state. This works past 
the pistons, into the crankcase where it destroys the 
body of the oil. 

New oil separates moving parts by a few thou- 
sandths of an inch. Even so we all know that engines 
wear out. Thinned oil maintains a much reduced 
protecting oil film—and sometimes no film at all. 

It is then that crankcase dilution exacts a heavy 
toll. 

Obviously, the quicker 
an engine can be brought 
up to an efficient operating 
temperature the sooner the 
carburetor can be returned 


to a normal 
running posi- 
tion, and dilu- 
tion reduced. 
Thinned oil cannot 
withstand the heat devel- 

oped on the pistons, wrist pins and piston rings. 
result is excessive wear on these parts. In the timing 
chains the pins and links cut through the thin oil 
and wear (sometimes called stretch) results. Con- 
necting rod and main bearings likewise break through 
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the insufficient oil film and rapid 
wear results. Inadequate lubrication 
is a most certain way to get owners 
condemning their cars. 

A cold engine must be run with 
a rich mixture. This wastes gaso- 
line. Excessive use of the choke does 
likewise. Furthermore, diluted oil 
does not seal the pistons and rings 
against blow-by, and again gdsoline 
is wasted. For these reasons it is 
safe to guarantee improved gasoline 
mileage when shutters are intelli- 
gently used. 

Another economy comes from the 
increased gasoline mileage. Thinned 
oil works past the pistons and is 
rapidly burned up. Furthermore, 
gasoline in oil makes it work 
out the rear and front main 
bearings and other places 
much more readily than 
good oil would. It costs 


cessive carbon formation, valve pitting 
and unsatisfactory engine operation. 

Car heaters, lap robes and draft 
shields are all at a disadvantage in their valiant 
attempt to keep passengers warm in winter if 
the fan is blowing a gale of frigid air against 
the dash. 

When the car is used for social calls, trips to the 
theatre, business calls or many of the calls that re- 
| money to oil quire parking of the car for one to three or four hours, 
© a - the roads. Al- radiator shutters will retain much of the engine heat. 

ie on ' together the This reflects itself in easy starting. Naturally re- 
greater endur- duced strain on the starting motor and battery is the 
ance of oil, and the re- result. Furthermore, the engine will much more 
duced amount required for replacement quickly come up to a satisfactory operating temper- 

when engines are operated at efficient temperatures, is ature when it is not cold through. 
another “economy” appeal to use in selling shutters. Many a service call is sent in by an indignant car 

The creeping action and lack of body of diluted oil owner (swearing he’ll never buy another car like that 
permits it to be sucked into the combustion chamber’ one) because rain or snow has beaten in through the 
in excessive quantities. Naturally this results in ex- (Turn to page 40, please) 
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Putting the M 1 CTroO 
» Lime-Selling 


Soundness of Deferred Payment Plan for Both New and Used (ars 
is ‘Disclosed in Diagnosis of Prof. Edwin R. A. Seligman, 


Based on Thorough Examination From Banker, 
Dealer and Buyer Angles 


HE used ear, in its relation to dealer 
troubles and instalment selling, is given 
what appears to be a well-deserved niche 
, in the Hall of Blame in Prof. Edwin R. 


’ no f nomics of Instalment Selling,” just pub- 
o: " lished by Harper & Bros., which contain 
a mine of data that reves! the soundness 
of automobile time-selling. 

But, although Prof. Seligman’s conclusions attach 
considerable odium to the used car, the results of his 
study of the experiences of General Motors Corp. dealers 
indicate that while the used car is the instigating factor 
in most dealer deaths, the dealers themselves, with their 
over-allowances, are accessories to the fact. 

Thus is apprehended, with proof, a condition that for 
some time past has been suspected of guilt on circum- 
stantial evidence. Prof. Seligman’s study of dealers 
took him into the realm of banking and from the bank- 
ers were elicited opinions in regard to the causes of 
dealer failures. Over-allowances on used cars headed 
the list, distancing lack of capital and mismanagement 
or lack of ability, which ran almost neck and neck. In 
order followed dishonesty, lax credit extension, credit 
terms, failure of the manufacturer and excess overhead. 

In this connection it is interesting to note—and while 
noting to resist homicidal urges—the comment anent 
dealers made by one bank, which wrote: 

“In our opinion it is seldom you find a dealer who 
has the faintest idea of merchandising. As a rule he 
goes into the business on the wave of prosperity born 
with the advertising of new cars or models wherein 
business is more a matter of order taking than selling, 
and he splashes on with no regard for the inevitable 
rainy day which, on its approach, finds both his fore- 
sight and insight dulled, and on its arrival finds him a 
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fair weather business man. Incapacity is the trouble, 
in our judgment, in most failures.” 

Prof. Seligman rightly takes this statement by the 
horns and throws it before it has a chance to gore in- 
stalment selling. He makes the point that in so far as 
dealers of this type are relied upon to control instalment 
sales of automobiles, credit may be extended upon an 
unsound basis, but that the above is a condemnation 
of the dealer as a business man and not of consumption 
credit. 

But what appears to be a saner attitude is expressed 
by another bank thusly: 

“The automobile business is just like any other. 
There are high-class people in the business with whom 
we would not hesitate to deal; with others we would 
not care to deal under any arrangement.” 

This appears not to run counter to dealer turnover 
statistics in their relation to general business failures. 
R. G. Dun & Co. furnished the number and liabilities 
of automobile dealer failures from the year 1920 to 
the end of 1925 as contained in the following table: 


Relation of Dealer Turnover to General Business Failures 








1925 1924 1923 1922 1921 1920 


Number of car dealers. 48,151 48,216 38,392 35,337 35,373 32,245 
Percentage of turn - 


Pe theteeanianane ve st 21 .26 25 21 ote 
Percentage of dealer 

bakes eee eee .49 51 .61 1.03 .93 48 
Percentage of failures 

—all businesses ..... 1.05 1.01 .94 1.19 1.02 .49 





Here the frigid figures show that only in 1920 did 
the percentage of automobile dealer failures equal the 
average percentage of failures for all lines. The avail- 
able statistics disclose that the years 1924 and 1925 
were exceptional ones for the dealers wherein the per- 
centage of failures was about half that of the general 
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average. The dealer, beyond a doubt, has been in a 
position not excelled by that of the average business 
man. 

The bank inquiry, therefore, enabled Prof. Seligman 
to reach two additional conclusions with respect to the 
present system of selling automobiles on instalment 
credit: that the number of dealer failures is no larger, 
and the turnover is less, than in many other lines, and 
that a considerable part of the financing of retail sales 
of automobiles is borne by local banks rather than 
by finance companies. This financing takes place 
through the dealer’s borrowing from the local bank on 
his own note or discounting the notes of his customers. 
In general, however, Prof. Seligman states the financing 
of sales has moved from the dealer and the bank to the 
finance company. 


It can readily be seen from the foregoing that the 
used car experience of dealers, because of its extreme 
importance in dealer success, furnished this noted 
economist with an interesting study. It brought to light 
the fact that fewer used cars—and the same is true of 
new cars—are being sold on the time-payment plan than 
is usually deemed to be the case, as evidenced by the 
following summary: 


ol 


By 
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Percentage of Cars Sold on Instalment 








1926 1925 1924 1923 1922 1921 1920 1919 


PEO GORD ac ccccacvccoss 55.9 52.0 50.7 45.8 37.1 33.7 29.2 32.6 
USO CAPS ..cccccccce: 65.2 62.8 57.4 54.8 51.6 50.7 63.6 44.5 





And a moot question is illuminated by the following 
table: 


Percentage of the Total Number of Cars Sold Represented by 
Used-Car Sales 








1926 1925 1924 1923 1922 1921 1920 1919 
47.2 49.7 47.7 40.6 40.8 41.3 46.1 37.0 





The above is self-explanatory that in 1919 the dealer 
sold about one used car to every 1.7 new cars, and that, 
from 1924 to the end of June, 1926, the dealer sold 
approximately one used car for each new car sold. In- 
stalment sales relationship to cash sales is very much 
the same. 


Probing deeper into used cars sold on instalment, 
Prof. Seligman found the percentage sold varies with 
the dealers in cars of varying price-classes, as disclosed 
by the following table, wherein it is shown that dealers 
in the high-priced cars sell on instalment less frequently 
than dealers selling the lower-priced cars: 


Percentage of Used Cars Sold on Instalment (“A” Represents 
Dealers in Highest Price-Class of New Cars and “E” Those in 
the Lowest) 








CABS ccccccones *1926 1925 1924 1923 1922 1921 1920 1919 
> ecvecesscevees 50.9 44.6 46.1 39.1 25.5 28.8 26.4 17.1 
TD cevcesvevececns 60.8 59.7 55.0 53.0 55.4 53.7 69.3f 43.6 
Th veeewocnveveues 69.8 70.2 49.6 56.5 50.2 30.4 19.3 wT 
a seccecevcevees 69.6 69.0 66.9 78.7 77.3 77.0 70.6 56.0 
TH sesececoevvcene 72.0 71.6 68.7 68.1 73.0 78.4 69.2 75.7 








*First half of 1926 
1 Probably due to one dealer’s error 


In the above is painted a portrait very similar to 
that of the dealer’s new car experience, which shows 
that the higher the selling price the smaller the time 
sales proportion. 


The repossession burden assumed by the dealer, how- 
ever, is much greater in the used car field than in the 
new car, in the ratio of one new to 5.1 used during 
the first half of 1926. While some dealers have made 
profits on their repossession operations, at least accord- 
ing to their own records, the net result of these opera- 
tions for all General Motors dealers who reported has 
been that they have, on the average, taken a loss in 
every year, as is shown by the figures to follow, although 
in some instances an individual line has netted a profit: 


Average Total Loss Per Dealer Reporting on Repossession 








*1926 1925 1924 1923 1922 1921 
Fe a ,  kcctenecncees $168 $294 $211 $179 $434 $325 


*First half of 1926 





A significant point brought out into the open is that 
the greatest proportion of repossessions come in the 
early months of payment, as shown by the accompanying 
chart, Fig. 1, covering new cars. In fact, on new cars 
18 per cent of the repossessions come in the first month, 
before any instalment is paid, and on used cars (Fig. 2) 
24 per cent of repossessions come in this class. From 
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PUTTING THE MICROSCOPE 
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the first month on there is a gradual decline in the 
proportion of repossessions. 


The author interprets these figures as demonstrating 
that the dealer himself is responsible in great measure 
for repossessions. The reason why payments are dis- 
continued toward the end of the payment period come 
under several headings and many of them are causes 
that could not be foreseen at the time of the sale, such 
as illness, loss of position, etc. But when a buyer is 
unable to make more than the initial payment, or merely 
one or two instalments, it is apparent that credit never 
should have been extended him. This particularly 
applies to new cars. Where used cars are involved the 
vehicle’s condition may have been misrepresented so 
badly that the purchaser was justified in discontinuing 
payments. 

Of more than ordinary interest are the fruits of the 
used car allowance study, in which, Prof. Seligman ex- 
plains, it was necessary to select one car in the General 
Motors line because the records for that car were the 
most complete and probably the most accurate. It was 
ascertained that the allowance made on used cars ac- 
cepted in trade by this dealer group varies from an 
average of $381 in the Cincinnati area to $535 in 
Denver, and that the average loss per car ranges any- 
where from $12 in Dallas to $59 in Kansas City and 
Washington. Here is the tale comprehensively told: 


Average Trade-in Allowance and Loss on Used Cars Based in 
Returns Made by Selected Group of Dealers, 1926 (first half) 


(ein 








Average 
Number Average 
Area of Dealers Trade-in me “vel 

Reporting Allowance Sold 
tank a al dle ad 10 $383 $14 
Sti ta ta eee te ee el ee 27 459 28 
I ti is aie oi ds nas dh es locke 120 438 36 
6 dir aah ie ela ne 19 381 22 
od, ae lice eee kee e es 14 429 51 
i haa eae ria ie 23 439 12 
I dar eat Sah hai ci atti data ti 22 535 14 
a a ta ea 33 510 55 
TCT rere 51 368 28 
ie ak aaa eee a 9 428 59 
OS rer 3 454 29 
iach ce ag ee eee ee 7 425 
ee ee 21 424 20 
New York ..... eT Ter ee 8 440 19 
Se, Fo cccccsoeeess 51 480 40 
bi tii bra 8 dk coke gce 17 502 41 
iit <6 ad Cais keer 18 438 31 
a i a dace aol cee aria dda ht 4 434 52 
BO PFRAMSIGOD «.. 1. -ccccsccsces 26 407 19 
en 9 519 59 
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The losses recorded above refer to a select group of 
G.M. dealers. The average loss per used car sold for all 
G.M. dealers who reported in the study was $24 in the 
first half of 1926; $28 for all of 1925, and $26 for 
1924. The trend, it would seem, is toward higher 
ground, but still far short of the comparatively Hima- 
Jayan level of $65 reported for 1921. 


Average total losses per dealer on used cars were 
$1,440 in the initial half of 1926; $2,604 in all of 1925, 
and $3,569 in 1928. 


“The actual losses,” Prof. Seligman states, “may be 
higher than those indicated. Many of the dealers do 
not keep individual records on the cost of reconditioning 
the used cars accepted as trade-ins; and it seems that 
relatively few apportion any of the overhead and selling 
expenses to these cars. From the point of view of the 
number of cars handled, the used car business is almost 
50 per cent of the total business of the automobile 
dealer, yet this part of the business, in the case of many 
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dealers, carries none of the burden. Furthermore, the 
repossession expenses of the dealer are largely an out- 
growth of the sale of used cars on instalment, yet these 
expenses are probably hidden in the dealers’ general 
accounts.” 


The new car study revealed that dealer repossessions 
of new cars sold on instalment are and always have 
been insignificant, and that “up to the present the 
financing of the sale of new cars on instalment finds 
the dealer in a safe position.” 


Viewing the practice from all angles the author finds 
that whatever troubles have been experienced with in- 
stalment selling are not inherent in the system but are 
attributable to the manner of handling. In this con- 
nection his discussion of the effect of a large outstand- 
ing liability for instalment payments by consumers in 
the event of a depression is enlightening. 


Prof. Seligman seems to have discerned what was 
seldom, if ever, commented on before: that as wages 
decline much less than profits in a period of depression, 
losses and frozen credits are less likely to result from 
consumers’ liabilities. During the last anthracite coal 
strike approximately half the wage-earners of the dis- 
tricts affected were deprived of their normal income, 
yet the losses to banks and finance companies on auto- 
mobile business were negligible. Presumably, dealer 
losses were heavier than usual, but, although the figures 
are not given, it seems reasonable to suppose that deal- 
ers handling lines other than automobiles were at least 
equal sufferers. 


“When the time comes to pull in sail, instalment sell- 
ing can cease altogether,” according to Prof. Seligman. 
“If the general business outlook is squally, the prudent 
dealer will stop selling on instalments or will be induced 
to do so by the finance company. As a consequence, 
the total volume of outstanding paper will diminish with 
every succeeding week, and, in the case of automobiles, 
will completely disappear within several months. In 
ordinary business practice, however, it is precisely in 
bad times that the bank is compelled to continue to 
extend its credit to customers of doubtful solvency, in 
order, if possible, to tide them over the difficulty.” 


He suggests that recovery from a depression may be 
accelerated by instalment selling when sales could other- 
wise not have been made. 


Finally, this economist encouragingly indicates: 


“There is no such adamantine limit to the purchasing 
power of the community, and no such fixed saturation 
point as is often assumed. Purchasing power depends 
upon income, and if as a result of improved processes, 
both of production and distribution, the income of the 
consumer constantly rises, his purchasing power will 
grow in proportion, and the saturation point of his 
enjoyments and purchases will continually recede. If 
the farmer’s income grows, he will be induced to use 
several automobiles instead of a single one, and when 
he has a sufficient number of automobiles he will, if 
permitted by his income, gradually increase their qual- 
ity. There are, in other words, no limits to the growth 
of demand save those which depend upon the physica! 
and economic restrictions on production. If the pos. 
sibilities of output are boundless, the possibilities 0! 
consumption are still more so.” 


Could anything be more encouraging to the auto 
mobile dealer? 
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| Good Stunt 


NW. E. Me(lellana, 
Oldsmobile Dealer in 
Erie, ‘Pa. cApplies 
Newspaper and Stage 
Experience to His 
Business and Brings 
Down the Well- (ee 

Known House 3 


By Lloyd S. Graham 


TUNT advertising! Does it pay? 

There is a great difference of opinion among 
automobile dealers on this subject. Some deal- 
ers avoid it as though it might be a contagious 

disease while there are others who demonstrate that 
they can make a fortune with it. In the latter class 
belongs W. E. McClelland, head of the W. E. McClelland 
Motor Sales, Inc., Tenth and Holland Streets, Erie, Pa. 

Briefly, Mr. McClelland in three short years since he 
became the Oldsmobile agent in Erie has made an aver- 
age of 175 new car sales a year grow where few had 
bloomed before. And 175 Oldsmobile sales a year in a 
city the size of Erie, beginning with very few, is no 
mean or simple accomplishment. 

The progress which Mr. McClelland has made shows 
conclusively that it is foolish for anyone to say that this 
or that or anything “can’t be done.” 

Mr. McClelland has had a varied career. There was 
a time when he was a newspaper man. This has un- 
doubtedly given him the knack off facing facts squarely 
and has put him in a frame of mind early in life to greet 
almost any kind of a situation with a smile. 

Besides being a reporter he was at one time a vaude- 
ville actor. Along toward the end of that portion of 
his career, he did considerable selling, along with his 
regular theatrical job, in the cities on his circuit. 

During the war Mr. McClelland became involved in 
industrial war work with the Westinghouse organi- 
zation in Pittsburgh, of which city he is a native. 
Later he was with the Erie plant of the General Elec- 
tric Co. However, he saw that he was not getting ahead 
the way he felt he should. When he became convinced 
of this, he threw up the well-known sponge and quit his 
job. 

It so happened that shortly before that time he had 
been on an automobile trip with some friends. He was 
driving a car which shall remain unnamed here, and 
both of the other cars in the party were Oldsmobiles. 


W. E. McClelland, Erie, Pa., Oldsmobile 
dealer, knows well the attention-attracting 
ability of a pretty girl and frequently he uses 
the fair sex in his promotion campaigns 
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The trip led them through the Pennsylvania hills. Both 
of the other cars out-performed his, which was more ex- 
pensive. From first to last he stood considerable josh- 
ing about his car on that trip, but returned home thor- 
oughly sold on the Oldsmobile. 

So when he threw up his job he applied to the Olds- 
mobile agency in Erie, which had never done much with 
the car, for a job as salesman. He had never sold 
automobiles, he had quit his job when jobs were scarce, 
and his own financial condition was far from good; 
but he thought he could sell Oldsmobiles. That was five 
years ago. 

The company he went to work for had only one car 
for demonstration purposes. If a prospect wanted to 
see another model of that car, Mr. McClelland often had 
to borrow it for demonstration purposes from a friendly 
owner. Many times he took orders for cars and then 
was unable to effect delivery for weeks because of the 
fact that his agency was short of money and could not 
get the car ordered. This gives some hint of the handi- 
caps under which Mr. McClelland got his baptism of 
fire as an automobile salesman. 

Moreover, it must be remembered that at the time 
Mr. McClelland made this break he was at a point in 
life where many men begin to think of retiring; at 
the point when many wise executived figure that a man 
is a poor investment from the standpoint of employ- 
ment. He was close to 45 years old. A fine time of 
life for a man to make a fresh start, many will think! 

But, despite the handicaps, Mr. McClelland did pro- 
ceed to sell Oldsmobiles. He sold them in increasing 
numbers through sheer force and plugging and sales- 
manship. Two years later the factory wanted him to 
take over the agency. He asked the factory repre- 
sentatives pointedly what they expected him to take 
it over with. He had no money to speak of. He had 
no credit at the banks. In fact none of the banks had 
shown any overpowering anxiety to have him honor 
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them by doing business with them up to that time. 
However, he was urged on and the owner of the agency 
offered to take notes for his interests, spread over a 
period of months. He went on a side street and leased 
a vacant but attractive brick building which the owners 
had failed to keep under lease. That location had been 
known as the graveyard of other men’s hopes. Mr. Mc- 
Clelland told the owners of his circumstances and they 
were willing to take a chance on him with an agreement 
that he would take the building for five years. To add 
to his troubles, the city closed the principal street in 
front of him for repaving, leaving only a little-known 
Side street for him and his customers to get to the place 
of business. 

Here were more handicaps. But during the first 
month Mr. McClelland sold 10 cars, and he finished up 
his first 12 months in business with the sale of 129 


Attractive show- 
room of W. E. 
McClelland 
M otor 
Inc., Erie, Pa. 


The careful driving campaign was another successful stunt 
engineered in Erie by Mr. McClelland. 
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new Oldsmobiles. When he opened his place for busi- 
ness, competitors who did not at that time know him 
said that he would last about six weeks. A few weeks 
ago another dealer, who has been in business in Erie 
for 25 years handling a make of car which is always 
a good seller, told Mr. McClelland that he (McClelland) 
knew more people—and more people knew him 
—after three years in business than was the 
case with him after 25 years. 

How did he do it? Well, there is no one 
thing which can be labeled as the reason for this 


Sales, success. Success does not come that way. It 






Standing beside 
the racing driver is Mr. McClelland 


takes several things. But the most outstanding reason 
is undoubtedly the clever stunt advertising which Mr. 
McClelland put on from the first in order to bring his 
name before the public. Today, in Erie, the McClelland 
name is synonymous with Oldsmobile and good service 
and fair dealing. No one can think of Mr. McClelland 
without thinking Oldsmobile. 

Both of the names stand out in the public mind. But 
of the two the McClelland name stands out greater than 
does the other. 

Just how did Mr. McClelland accomplish this? For 
one thing he used newspaper advertising plentifully, 
but even so, not so much as some competing dealers 
who have not had the same sort of success. 

Mr. McClelland feels that newspaper advertising more 
often fails from lack of thought and direction put into 
the advertising copy than in the amount of space pur- 
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chased. It isn’t the 
amount of space used 
that is so important as 
how it is used. The 
copy used in the adver- 
tising is the important 
thing and if the dealer 
does not feel capable of 
writing it or formulat- 
ing a policy for it, he is 
certainly wasting money 
if he does not hire some 
person who is capable 
of doing that kind of a 
job. 

As for Mr. McClel- 
land, he writes his own 
advertising copy. He 
makes it tell two things: 
first, the thing that McClelland is doing; second, the 
merits of the automobile which McClelland is selling. 

Throughout the entire year he has a constant stream 
of stunts which are holding the public interest. The 
public can scarcely forget one such stunt before an- 
other is under way. Occasionally the Oldsmobile factory 
initiates or cooperates in the stunt, but more often they 
are of Mr. McClelland’s own concoction. 

It may be a tie-up with some act at a local theater 
in which a head-liner endorses and drives an Olds- 
mobile during the week she is in the city. Mr. Mc- 
Clelland realizes fully the advertising value of a pretty 
face and figure, especially if the owner thereof happens 
to be in the public eye. He put on one stunt featuring 
Miss Erie and many others of a somewhat similar 
nature. The factory cooperated with him by sending 
on a former racing driver in an especially painted Olds- 
mobile car to help inaugurate a safe-driving campaign. 

If there is any civic movement Mr. McClelland may 
always be found among the leaders. Community drives, 
Christmas programs for the children, business men’s 
outings, and innumerable other activities connected 
ing a leading part. Many newspaper men know him, 
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The home of Oldsmobile in Brie, Pe.. headquarters of 
W.E. McClelland Motor Sales, Inc. 
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some intimately, and he 
does not suffer thereby. 
They like him, as do 
most people, and are al- 
ways ready to give him 
a boost. 

Mr. McClelland has 
not forgotten his days 
on the stage and he is 
always glad to appear 
at dinners and other 
public affairs and do 
his bit in an entertain- 
ment way. He has a 
line of stories which 
will fit any occasion. 
And he is always intro- 
duced as “Mr. McClel- 
land, the Oldsmobile 
agent of Erie,’ and so on. 

For a dealer who is not adapted by temperament to 
do this sort of thing, or engineer this type of adver- 
tising and publicity, Mr. McClelland probably would, if 
he was giving advice on the subject, suggest that some 
person be employed to do it. But nearly every person 
has some undeveloped faculty along this line, some in- 
clination of a public-spirited nature outside the realm of 
ordinary publicity which he might develop if he only 
would. 

This same attitude is carried through the business 
contacts. A McClelland customer in trouble can in- 
variably get help from Mr. McClelland. The customer 
is always right around the McClelland establishment. 
This is an inflexible rule. 

Mr. McClelland has his own paint shop and all used 
cars are thoroughly overhauled, painted as attractively 
as possible, and sold with a guarantee. Mr. McClelland 
admits that he is sometimes imposed upon because of 
his liberality in the latter connection, but he finds that 
it pays in the end—it is good advertising. The cus- 
tomers are satisfied. They come back when they want 
to buy again. They tell their friends. 





Reo Adds Speed Wagon 


HE Speed Wagon Tonner is the name of the latest 
model added to the line of the Reo Motor Car 
Co., Lansing, Mich. This new model, which has a 
wheelbase of 123 in. and is powered by a six-cylinder 
engine and equipped with four-wheel internal hydrau- 
lic brakes, lists at $995. Four body types are also avail- 
able for use in connection with the model, namely: 
panel, stake express and express with canopy top. 
The engine, rated at 25.2 hp., is of the L-head type 
with a bore and stroke of 3% x 4 in., giving a dis- 
placement of 199 cu. in. The three-speed transmis- 
sion and single plate clutch is a single unit with the 
engine which is carried on four points—the front ones 
of rubber. 
Pistons are aluminum alloy. The crankshaft, car- 
ried in seven bearings, is 21% in. diameter. 
The lubricating system, which includes a gear type 
oil pump, provides pressure feed to crankshaft, con- 
necting rods and camshaft bearings. Circulation is 


Tonner to Truck Line 


by centrifugal water pump with thermostatic control 
to a honeycomb type radiator with black enamel steel 
shell. Fuel feed is by a vacuum tank to a 1) in. 
automatic air valve type carburetor. 

From the transmission, power is carried through a 
tubular propeller shaft to a semi-floating rear axle pro- 
viding a final reduction of 4.7 to 1. In addition to the 
hydraulic service brakes a hand operated parking 
brake, which acts on the transmission is also provided. 
Cam and lever type steering gear is used and springs 
front and rear are semi-elliptic. The frame which is of 
pressed steel is 6 in. in depth. 

Artillery type malleable iron wheels equipped with 
30 x 5 in. tires are standard. Myers magazine oilers 
are used on all the spring shackle and spindle bolts. 
The reservoirs of the oilers require refilling weekly. 

Electrical equipment includes a six-volt, single unit 
generator 111 amp. hr. Willard battery, tail instru- 
ment and headlights and horn. 
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Stitch-in-Time Maintenance Boosts Profits 











TUDENTS of automotive merchandising are agreed 
that the servicing of motor cars is a regular busi- 
ness and should return a uniformly fair profit. . 

A recent study of servicing in the field indicates an 
increasing trend from major operations toward light 
repairs or maintenance adjustments. This has resulted 
from mechanical betterment of new cars manufactured 
and a better understanding on the part of the public as 
to the value of preventive maintenance. 

Dealers will find it to their advantage to encourage 
this stitch-in-time trend. The average motorist ap- 
preciates your help in preventing a large repair bill and 
is glad to pay out relatively small amounts from time to 
time to insure good performance and continuous oper- 
ation. 

The gratifying results from such servicing are some- 
times more noticeable than are the results of a general 
overhaul. Dealers who develop-light repair and mainte- 
nance business obtain a faster turnover of service sales, 
resulting in lowered operation cost and increased profit. 

Most of the leading car manufacturers have endorsed 
the flat rate system of servicing and dealers generally 
see the wisdom of falling into line. Maintaining that 
policy, it is possible to arrange special combinations of 
light servicing jobs and offer them at very attractive 
rates. This practice is for the best interest of the cus- 
tomer and is good business from the viewpoint of the 
dealer. 

For example, here is a list of special motor-turning 
service from which special combinations may be worked 
out, grouped and a price for the particular work 
specified : 


Adjust ignition timing. 

Clean and adjust contact points. 

Adjust third brush. 

Tighten electrical connections. 

Inspect spark plugs, replacing if necessary. 

Ciean battery terminals. 

Inspect lighting and ignition switches and relays. 

Clean motor and generator commutators. 

Clean distributor cap. 

Inspect and replace hose connections. 

Adjust or replace fan belt. 

Inspect and adjust headlights, tail light, stop light. 

Clean all fuel lines, blow out fuel lines and screens 
and adjust carburetor. 

Adjust brakes and line up wheels. 

Oil windshield cleaner and replace new hose and wip- 
ing blade. 

Change oil in crankcase and lubricate entire chassis. 

Check oil filter. 


Any group of the above can be arranged and sold as 
a combination for from $3 to $15. 

One successful dealer used this list to group certain 
jobs on a postal card to owners with this wording: 
“Mr. Automobile Owner—To insure good performance 
your car should be carefully checked at this time. Here’s 
a combination service offer for a limited time at a very 
low cost, which may save you a big repair job later on. 
Bring this card with you.” 

This same dealer also used newspaper advertising 
conveying his “combination” offer. As a result of these 
methods his business showed a very material increase. 





“Specials” Bring 10 Per Cent Profit Increase 


TEN per cent additional profit from the repair 
shop is just what many garage and shop managers 
are seeking, but at least one such dealer has found this 
very thing. The Barker Motor Co. of Austin, Tex., 
maintains one of the largest repair shops in its section 
of the state. Few firms could boast a larger list of satis- 
fied customers on the shop books, but in the face of this 
business, the management went gunning for more busi- 
ness and bagged its game. 

A local printer was called into service to turn out the 
ammunition that was soon bombing the Ford owners of 
the Austin trade territory. A series of flat rate prices 
was adopted for every job in regards to labor. A num- 
ber of these more common and smaller jobs were 
grouped into one item which was named Barker’s Ford 
Five Dollar Special. Other jobs that cover practically 
every item of installing, adjust'ne and repairing have 
been classified into some special price that is sure to 
appeal to the owners of light cars. 

Suggestions with the personal slant were worked in- 
to the messages, which reach the selected list of 1000 
Ford owners over a wide territory twice each month. 
These little printed messages put the prospects and 
customers to thinking in terms of having their cars 
overhauled at these special prices. 

A careful check-up on the success of this direct-by- 
mail method of building repair business has been kept 


by the shop force. They have found that the work on 
the specials is so organized that they can turn out the 
complete job at an actual saving of time and expense, 
which means even a better profit for the firm than be- 
fore at the usual charge for each small job. Instead of 
a single job from many prospects, as was previously the 
case, these same customers take advantage of the com- 
plete job and give the mechanics orders to use several 
of their combined specials. 

In this manner, the Barker Motor Co. and its cus- 
tomers have felt better results. The closely allied jobs 
make it possible for the mechanics to complete a job 
that will stand up and give better service than if only 
a part of the job were completed and the remainder al- 
lowed to go unadjusted. 

The records from the shop books shows a direct in- 
crease of 12 per cent in all repair accounts. Two per 
cent of this amount has been found to take care of the 
additional advertising expense, which charts up a clear 
10 per cent increase for the repair profits of the Barker 
Motor Co. repair shop. 

Naturally, the success of this plan cannot be measured 
altogether in direct profits as showed by the figures, 
for the adoption of the direct-by-mail advertising has 
brought a number of new friends to the firm who have 
later responded with purchases of new automobiles, 
tires, and other automotive merchandise. 
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how well they were 
chosen. 

In Henry’s case all 
the popular names such 
as Skeets, Fish Eye, 
Dud, Buck, Wiener, and 
Pug had been appropri- 
ated by other members 
of the gang, so it look- 
ed as though Henry 
was going to be left 
out altogether. From 
the many suggestions 
offered, none of the 
‘names seemed to fit 
just right, so it was 
agreed to let matters 
slide along for awhile 
until he had shown 
some peculiar trait or 
characteristic by which 
he could be named. 

A short time after 
school started Henry 
was caught making faces 
behind the _ teacher’s 
back, which meant a 


Henry pictured the doctor's 
car speeding through town on 
the hurry call and being hit 
by a train at the crossing 


ENRY’S real name was Henry Brooks until the 
gang substituted the name “Careless.” You 
probably remember when you were a kid, how 
the neighborhood crowd picked out nicknames for 
each other. Sometimes the names stuck so well they 
were carried on through life, which only goes to show 
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thrashing. The next day he was caught doing the 
same thing, so the gang had a meeting during recess 
and voted to call him “Careless.” 

How well the name fitted was apparent as he grew 
older. Seldom were his lessons prepared until time 
to start classes. There were days when he appeared 
in the schoolroom with one stocking missing; his 
books were always misplaced, and many other things 
happened which proved he was living up to his 
nickname. He was finally pushed through the grades 
into high school, still as careless as ever. For two 
years the professors put up with him, after which, 
his parents forced him to go to work. 

From then on it was just one job after another, in 
the small city where he lived. He soon became as 
well known over town for his carelessness as he had 
been during his school days. Most of his employers 
considered his youth to be responsible for the many 
mistakes he made, but he repeated them so often he 
could not be tolerated. Finally he obtained work in 
a repair shop as a mechanic’s helper. 

Henry took a great deal of interest in motors and 
coupled with the lectures he received daily, became 
quite a dependable workman. During the next three 
years he made very few mistakes, and although they 
were not serious, still showed he was not entirely 
free from his habit of carelessness. He saved a part 
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/Henry Reforms 


of each week’s salary during this time and then de- 
cided it was time to open a shop of his own. 

A building was rented a few months later and busi- 
ness proved to be good from the start. He was a 
good mixer, had lots of friends and plenty of ambi- 
tion. As everyone knew him by the name “Careless” 
it was only natural that this word should appear on 
the front of his shop and be incorporated in the 
sign which said— 

CARELESS HENRY’S AUTO REPAIR SHOP 

Business kept picking up so fast another man had 
to be employed to help Henry and his assistant. 

One day a pretty young thing drove in the shop to 
have her car repaired. Henry had never had much 
use for the opposite sex, but this one caused him to 
lose all interest in everything else, automobiles in- 
cluded. One date followed another until he forgot 
himself long enough one night to propose. Strange 
to say the young lady accepted and from then on 
Henry gained a first rate knowledge of bill collectors, 
grocers and real estate salesmen. However he and 
his wife were so deeply in love, other things were of 
minor importance. A down payment on a cute little 
home was made, and it was furnished the same way. 
Henry was sitting on top of the world enjoying life, 
when the habit formed during his youth began to 
crop out again. 

Instead of getting to the shop at 6.30 as he used to, 
he began arriving at 8, 9 and sometimes later. He 
made mistakes which lost both customers and money. 
Often motors had to be removed and overhauled again 
on account of some small part being overlooked. 
These mistakes became more and more frequent until 
the losses were bigger than the profits. The pay- 
ments on his home were neglected, the taxes were un- 
paid and the furniture dealer threatened to remove 
his furnishings. The small bank balance he had was 
wiped out by paying for a car which he wrecked, to 
top off his other troubles. 

But if you think Henry was worried by these small 


» details, you are mistaken. The deeper he went into 


debt, the more cheerful he became, also more 
careless. 

Nothing short of dynamite could have 
changed Henry from the 
way he was going, for 
you see he was expecting 
an arrival in the family 
and didn’t care a snap 
for anything else which 
took place. Truly, he had 
plenty to occupy his mind 
without repairing auto- 
mobiles, as any father 
will swear, but at that 
there was no excuse for 
his carelessness in the shop. 

On the morning of the eventful day which 
was to be the turning point of Henry’s life, 
the family doctor came in to have his brakes 
relined. He jokingly informed Henry that 
he might need them to make a quick stop 
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in a day or so, so he wanted to be prepared. The 
emergency brakes were also in bad shape—as most 
emergencies usually are—but the car could not be 
spared long enough to have them relined. After fin- 
ishing the job, Henry had nothing else to do the rest 
of the day but speculate upon what kind of a present 
the stork was going to leave. He was not aware that 
the time was so close at hand until he reached home 
that evening. 

About 10 o’clock that night Henry phoned for the 
doctor and then proceeded to spend the longest ten 
minutes of his life. Suddenly he remembered—or at 
least thought he did—not cottering the clevis pin on 
the main brake rod, leading to the foot pedal on the 
doctor’s car. Again and again he reviewed the job 
in his mind, but each time he became more certain 
that the pin had been left out. As he remembered, 
the pin was a loose fit anyway, which the slightest 
vibration was most certain to shake out. 

He pictured the doctor’s car speeding through town 
and being hit by a train at the crossing; he saw pe- 
destrians mowed down as the car charged into the 
crowd; he could see the brakeless car round a corner 
at high speed and turn over, pinning the doctor un- 
derneath; and the final pictures he saw were those of 
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events leading up to the time when flowers would be 
banked high around the one he loved the best of all on 
this earth. 

And then he saw the cause on which his life was 
being wrecked—carelessness. Every mistake he had 
ever made paraded through his brain in unending 
procession, until the doctor, hustling through the 
door, drew his attention. Seeing the doctor safe and 
sound, Henry showed the strain he had been under 
by going to pieces. A few hearty pats on the shoulder 
and the doctor disappeared in the next room. 

An hour later the physician found Henry sitting 
in his car. The floor boards had been removed and 
Henry was gazing raptly at a cotter pin, with the 
aid of a flash light. 

“What does this mean?” asked the doctor. 

“It means,” said Henry, “that I have committed the 
last piece of carelessness I shall ever do in my life.” 

“Well I should think as much,” replied the doctor, “for 
you now have three more depending on you than you 
had an hour ago.” 

Any one now passing the shop where Henry does 
a thriving business will be astonished to read on the 
front of the building, the following, in large letters: 


CAREFUL HENRY’S AUTO REPAIR SHOP. 





Larger Pak-Age-Car Being Handled by Stutz 


NEW model of the Pak-Age-Car, designed 

primarily for retail milk delivery, is ready for 
distribution through the Stutz Motor Car Co. of 
America, Inc., Indianapolis, which will handle the truck 
through its sales organization for the Pak-Age-Car 
Corp. 

The new car is somewhat larger in overall length and 
interior capacity. Wheelbase is 921% in., overall length 
is 12314 in., overall height is 7 ft. 4 in., and minimum 
standing room in the interior is 6 ft. One of the out- 
standing features of the wagon is the overall width of 
only 53 in., allowing extreme ease of handling in traffic. 
Storage space is only 50 sq. ft. per vehicle, which in this 
day of high rentals is an important item. 

The bodies are made entirely of steel and metal 
veneer panels. The body is supported on the spring 
suspension, both front and rear. Standard bodies are 
provided with brackets to which may be attached a 
great variety of racks, in order that many different 
types of containers may be handled. Bodies are fitted 
with electric headlights, tail light and license bracket, 
interior dome light and horn. The body is finished in- 
side and out with white undercoating, making a suitable 
base for oil paint or lacquer finishes and advertising 
signs. : 

Volume of the standard body is approximately 216 
cu. ft., of which 160 cu. ft. are useful. All the windows 
are of Protex safety glass. 

The engine, as was formerly the case, is mounted 
directly on the rear axle. The new model, however, 
uses a hardened crankshaft, on which are mounted roll- 
er bearing connecting rods and ball main bearings. 
Bore and stroke of the two horizontally opposed cylin- 
ders is 3% in. by 3 in. Valve motion involves a U- 
shaped follower on the cam to obtain a mechanical re- 
turn, permitting the use of very light valve springs. 


Control of the vehicle is of the dual type as before, 
with controlling levers at each side of the driver’s com- 
partment. Clutch and service brake are controlled on 
the same lever by a fore and after movement, while the 
throttle is controlled by twisting the handle of this 
same lever. The service brake is located on the worm- 
shaft and the parking brakes are operated by a pedal 
equipped with a locking ratchet. 


Under normal conditions the delivery truck is ex- 
pected to operate entirely in high gear, and to facilitate 
starting an unusually large Borg & Beck dry disk 
clutch is used. The fuel consumption is approximately 


1 qt. of gasoline per hour and 1 qt. of engine oil per 
week. 


The car is designed for a maximum full load speed 
of 15 m.p.h. and without load, 18 m.p.h. Price quoted 
by the company is $995, f.o.b. Chicago. 





Shout Shutters to Shut 
Out Trouble 


(Continued from page 29) 


radiator when the car was parked and has made it 
impossible to start. Shutters would prevent this. 


When it is realized that damage may be done in an 
engine when it is operated below 60 degrees, it will 
be appreciated that radiator shutters are useful 
throughout the year. The faster an engine can be 
brought to efficient running temperature(180 to 200 
deg.), the better for the engine. 


With these facts in mind one can conscientiously 
push the sale of radiator shutters—knowing that the 


deal will result in a saving to the buyer and a profit 
to the seller. 
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“A Good Basic Plan for 


Sales and Service 


This Plan is Unusually Flexible in Its Width. 


It (ould Be 


(Contracted to 50 Ft. or Stretched to 100 Ft. or More 
Without (hanging Its Good Features 


















































By ‘Tom Wilder 
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We are enclosing herewith sketch 
of a lot 100 ft. x 100 ft. for which 
we would like a plan for a one-story 
building 60 ft. x 100 ft. We require 
this for a dealer in a small city and 
the building should include a show- 
room, stockroom, office and repair 
shep. We would like the showroom 
entrance on the main street and the 
garage entrance on the side street. 
—Legare Automobile & Supply Co., 
Ltd., Ottawa, Canada. 


| HIS plan is one out of a hundred 
and should furnish many dealers 
besides your customer with the 


basis for a good and well-balanced 
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a, OE. PO, A. 
general sales and service headquarters. yard, a doorway to be made in the side 


The showroom is plenty large to dis- 
play a good line of models, the acces- 
sory and stockroom is ample for most 
dealers’ needs, the shop is by itself easy 
to heat and private, and the garage 
while not large is as large as could be 
expected in a building of this size. 

The stockroom is handy both to the 
front for retail sales and to the shop. 
If more space is needed the showcase 
may be turned at right angles to its 
present location and more 
placed behind it in line with that shown. 

If your customer wants to, he can 
use the remaining 40 ft. of his lot as a 


shelving’ 


wall of the shop, although this would 
be used as a drive-through to some ex- 
tent and undesirable because of its 
interference with shop privacy. 

There is a space at the rear of the 
shop by the inside wall which has not 
been allotted to any use but which 
would serve very well for battery work, 
welding, electric equipment repair or 
any other special branch of service your 
customer might choose to give. 

While there is a good expanse of 
windows provided, a system of skylight- 
ing will be very necessary through the 
middle of the building. 
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The Latest in Equipment for 
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Piston Finisher 
A COMPACT, easily handled and in- 
expensive piston finishing ma- 
chine is now being made by the Sterl- 
ing Products Corp., 2914 N. Market St., 

















St. Louis, Mo. This machine is driven 
by a standard General Electric motor. 

Two speeds are provided to handle 
both aluminum and east iron. For 
aluminum, the machine turns at 345 
r.p.m. and for cast iron the speed is 172 
r.p.m. This change in speed is readily 
accomplished by shifting the driven 
wheel from one shaft to another. The 
gears and spindle run in oil in an en- 
closed gear box. The feed is at the rate 
of .005 in. per revolution with an au- 
tomatic stop. A hardened and ground 
cone adapter is furnished for center- 
ing and holding pistons. 





Spring Lubricator 
PRING lubrication is greatly sim- 
plified by the Kellogg Spring 

lubricator. This is a combination air 
and lubricant tank. Compressed air is 
admitted to the top of 
the tank and this puts 
the oil under pressure. 
By means of a hose 
and nozzle equipped 
with shut off, the lu- 
bricant is readily con- 
trolled. Car squeaks 
are also quickly killed. 
It is recommended 
that Kellogg graphite 
penetrating oil be 
used with this equip- 
ment. The weight of 
this lubricator is only 
11 lb. and the price 
$36 including 5 gal. 
_ of oil Made by 
Kellogg Mfg. Co., Rochester, N. Y. 


Car Lift 


HE Eco ear lift requires neither 

hand cranking nor power equip- 
ment to elevate the car. The automo- 
bile is driven up the incline, the front 
axle rests on a dolly, and as the rear 
wheels climb the incline the rear axle 
comes to rest on a supporting saddle. 
The incline, or ramp, is then moved 











back leaving the car supported by the 
axles with all wheels free. This is 
made by the Service Station Equipment 
Co., Bryan, Ohio. 





Valve Refacers 


‘Two styles of valve refacers, models 

A (illustrated) and B, are now 
made by the United States Electrical 
Tool Co., Cincinnati, Ohio. The model 
A is permanently set to grind valves at 
a 45 degree angle. The model B is ad- 





justable for any angle from 0 to 90 
degrees. Both models have individual 
motors—one for the grinding wheel 
and one for the valve. 

The adjustable style of valve refacer 
sells for $135 while the other model 
sells at $115. 


Five-Ton Shop Jack 
‘THE Manley shop jack is now avail- 


able in a 5-ton model. The lift of 
this jack is 31 in. and by means of an 


é 
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extension screw an additional 10 in. 
may be had. The price is $80. 


Combination Grinder 

HE Black & Decker Mfg. Co., Tow- 

son, Md., has recently brought out 
a combination grinder for buffing and 
cleaning and sharpening all kinds of 
edge tools. It has a speed of 2400 
r.p.m. and the universal motor is ball- 

















This 


bearing mounted. 
furnished complete with a 5 in. grind- 
ing wheel on the left side of the spindle 
and a 6 in. wire wheel brush on the 


grinder is 


The wire 
is interchangeable with 


right side of the spindle. 
wheel brush 
buffers. 

Equipment also includes, in addition 
to the wire brush and grinding wheel, 
one tool rest and one wheel guard, 6 
feet of electric cable equipped with 
standard attachment plug, with switch 
in line. List price, $38.00. 


Wrench Set 
NEW extra heavy-duty wrench 
set is announced by Splitdorf 
Electrical Co., Newark, N. J. The units 
in this set are exceptionally strong and 
rugged. The set is known as Bethle- 
hem socket wrench set “XF” and comes 
complete in enamel steel box at list of 








$40. The hexagon sockets range from 
1% in. to 2 in. with variations between 
sizes of 1/16 in. The individual list 
prices of these units run from $2.30 to 
$2.80. 

In addition to the eight hexagon 
sockets in this set there are the follow- 
ing units: Extra square extension bar 
with adapter, being 13% in. in size; 
20 in. by % in. round “T” handle bar 
with adapter; ratchet wrench and 
square adapter for ratchet wrench, with 
each of the units at separate listing. 
Shipping weight of one set is 35 Ib. 
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the Automotive Service Shop 











Tire Inspector 


HE new Kellogg 

tire inspector, # 
made by Kellogg® | 
Manufacturing Co.,@ 4 
Rochester, N. Y., is ¥ 
air operated and will 
quickly and_e easily 
spread tire for inspec- 
tion or repairs. A 
single valve causes 
the tire to open or 
permits it to close and 
the machine can be 
instantly stopped in a 
any position. The @e= 
complete equipment 
sells for $43. 








Tire Changer 
RECENT addition to the line of 
the Marquette Manufacturing Co., 
St. Paul, Minn., is its tire changer and 
rim reformer. This equipment is in the 
form of a stand that holds the rim in 
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a horizontal position while it is being 
contracted or expanded. As the rim 
is contracted the tire is readily remov- 
ed. When installing the tire the rim 
is firmly and evenly expanded eliminat- 
ing any chance of distortion. Net price 


$54. 
One-Gun Washer 


NEW, low-priced one-gun power 

car washer is announced by The 
Hardie Manufacturing Co. This new 
Hardie sells at 
$245 to $275. Itis 
called “The Hardie 
One-Gun Special,” 
and delivers’ the 
stream at 35 Ib. 
pressure, discharg- 
ing 5 gal. per min. 
through the nozzle. 
It is driven by an 
electric motor and 
is available in one 
phase, three phase, 
and direct current 























models. Comes complete with suction 
and discharge hose and Hardie gun, 
all set up ready to run. No assembly 
is necessary, the only installation task 
being to connect the electric wire to the 
switch. It handles both hot water and 
any kind of soap solution, and is 
equipped with a built-in relief valve 
that holds the pressure to the dot. 





Adjusting Gage 

SOUR-WHEEL brake equalization 
is said to be made easy by means 

of the Brake-Rite adjusting gage and 
foot pedal depressor. It is said to be 
equally efficient for use when adjusting 
two-wheel brakes and fits all cars and 
light trucks. With the wheels jacked 


c* 


up and brakes partly applied, a pull of 
the handle moves the pointer on the 
gage as the wheel revolves. The read- 
ing indicates the pull exerted to turn 
the wheel which gives visual proof of 
the pressure of the brakes. All metal 
parts are heavily rust-proofed. List 
price, complete with pedal depressor, 
$20. Depressor only, $2. Made by 
Master Products Corp., San Francisco. 
Exclusive sales representative, The 
Raybestos Co., Bridgeport, Conn. 








Cylinder Gage 
DISTINCTIVELY different 
cylinder gage is being made 

and sold by the Fleming Machine 
Co., Worcester, Mass. This gage 
does not have the characteristic 
dial, but instead has an easily 
read straight line scale over which 
a sharp pointer passes. No gears 
are used in actuating this pointer 
and wear in this gage has no ef- 
fect on the accuracy of the read- 
ing. By means of a simple ad- 
justment made with a knurled 
thumb piece the size of the gage 
can be changed 
to fit any cylin- 
der within its 
range. 

At $12.50 the 
gage is supplied 
in a nicely fin- 
ished wooden 
box with two 
contact pins giv- 
ing the gage a 
range of 2% in. 
to 5 in. Extra 
contact pins to 
increase the range of the gage are 
available at 50 cents each. 
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Screw Pitch Gage 
HE new Starrett No. 155 scratch 
pitch gage is made with 27 pitches, 
ranging from 2% in. to 26 in. The 





gage is S.A.E. standard as well as 
U.S.S. This gage also may be used as 
a center gage, having coarse and fine 
notch. Made by the L. S. Starrett Co., 
Athol, Mass. 





Power Hoist 
Si Manley 2% ton crane, made by 
The Manley Manufacturing Co., 
York, Pa., can now be had with electric 
drive for $50 additional. This drive 
includes a 6-volt starting motor con- 





nected to the hoist by means of a slid- 
ing pinion. A_ switch conveniently 
mounted controls the hoisting while a 
capable brake controls the load when 
lowering. The crane complete in the 
hand operated style costs $80 making 
the complete power crane $130. 





High Lift Jack 


“THis Blackhawk jack, made by 
Blackhawk Mfg. Co., Milwaukee, 
is a powerful, extra high jack 
for lifting bodies of heavily 
loaded trucks. Adaptable to 
practically every lifting job 
where a high lift is necessary, 
Conveniently placed and oper- 
ated by one man. Equipped with 
high and low pressure pumps. 
Furnished in 18 and 30-ton ca- 
pacities. Price, 18-ton capacity 
$100; 30-ton capacity $135. 
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The Newest in Automotive 








Kelso Brake-Pak 
HE Kelso Manufacturing Co., 
f endian N. J., is packing brake 
lining in boxes, known as Kelso Brake- 
Pak, which can be placed on the shelf 


alongside of other replacement parts. 
As the illustration indicates it is packed 





in heavy cardboard cartons, each con- 
taining a 25 foot roll. Brake-Pak is the 
Kelso Giant heavy-duty brake lining, 
designed originally for trucks and 
buses and now used on passenger cars. 





Attachment Plug 


ANE type of unbreakable attach- 
ment plug made of rubber and de- 
signed for hardest service is announced 
by the Cutler-Hammer Manufacturing 
Co., Milwaukee, Wis. This rubber plug 
will not mar floor or furniture. It is 
made of high-grade rubber and is light 
in weight. Terminals are fastened in 
a Bakelite strip firmly embedded in the 
rubber base. Rivet and anchor con- 











hold 
and keep them from turning. 


struction the 


Bakelite 


terminals to the 


Staked screws prevent loss and save 
time in wiring. When the plug is used 
with rubber cord it is easy to apply a 
strain relief to relieve the strain be- 
tween cord and plug. A small dab of 
ordinary rubber cement placed between 
the two holds them firmly and perma- 
nently together. 





Chain Lock 


N entirely new type of chain-lock 

so designed that it forms a link 

in the chain. Being compact, it lends 
a neat and attractive appearance. The 
“‘Wise-Lock” is made of two unbreak- 
able steel forgings of great strength, 
hardened to resist saw, file, bolt cutter, 


U. S. and Foreign Patents Pending 





OPEN 


and hammer. The locking link is so 
designed that there is no shackle and 
a strain on the chain cannot damage 
the locking mechanism since the dou- 
ble link is made in one piece. The key 
is self-ejecting and cannot stick in the 
lock. The lock can be closed without 
key. It is completely electroplated with 
udylite inside and out, making it rust 
proof and attractive in appearance. 
Manufactured and distributed by the 
Monarch Co., 1270 Ontario St., Cleve- 
land, Ohio. 


——_ 


Portable Grinder and Buffer 
HE Hisey % HP. Portable Grind- 
er and Buffer, with ball bearing 

motor and roller bearing grinding spin- 

dle, is equipped with a new Hisey two 
pole switch controlled at the grip han- 
dle. Motor is of the Hisey single pur- 
pose type and is of the universal de- 
sign operating on direct current or sin- 
gle phase alternating current of the 
same voltage. Wheel guard of cast 
steel is adjustable and can be placed 
at any angle. End cover is readily re- 
movable and affords quick renewal of 
grinding wheels. Made by the Hisey- 
Wolf Machine Co., Cincinnati, Ohio. 





Stevens Upholstery Kit 

HIS new Stevens upholstery kit 

makes it possible for service sta- 
tions and garages to take care of all 
upholstery work, touching up of paint, 
top mending, etc. It contains a com- 
plete equipment of high-grade trim- 
mer’s tools. All the necessary supplies 
for quick handling of this work, such 
as oval head nickel plated screws, 


special wood screws and tacks, thread, 
are ingeniously arranged in com- 


etc., 








partments and trays 
in such a way as 
to place the entire stock within easy 
reach of the workman. Two special 
spanners are furnished for door handles 
and window lifts, eliminating unsightly 
abrasions. 

The large space at bottom of kit is 
convenient for storing odd pieces of up- 
holstery, top material and other mis- 
cellaneous supplies and tools. Made in 
two sizes by Stevens Walden-Worcester, 
Inc., Worcester, Mass. 





Valve Grinding Compounds 
ARBORUNDUM super-speed valve 
grinding compound is a new prod- 

uct which has the fast cutting quality 
of water mix with the smoothness of 
grease mix. Only one application to a 
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valve is necessary. List varies from 
30 cents for a 2 oz. can to $1.50 for a 
16 oz. can. This product is made bj 
the Carborundum Co., Niagara Falls, 


N. Y. 
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Accessories and Devices 
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Auto Elevator 
WENTY features are claimed for 
the new Manley auto elevator, made 

by the Manley Manufacturing Co., York, 
Pa. Among these are ease with which 





load can be controlled and stopped at 
any height, self-locking feature, lift of 
48 in., automatic shut off for both low 
and high positions, capacity of 6000 
lbs., no foundation required, car lifted 
by axles, open construction leaves all 
parts of car free for adjustments. The 
floor space required is 36 in. by 17 ft. 
The entire equipment is self-contained 
and supplied with a 5 hp. motor. Price 


varies from $445 to $550 depending on 
the motor required. 





Ignition Cable Sets 
ACKARD ignition cable sets are 
complete in all details. No solder- 

or wire strippings are required. Eight 
assortments fit practically all cars and 








are easily installed. These sets are 
packed in attractive shelf cartons com- 
plete with instructions and reference 


charts. Made by The Packard Electric 
Co., Warren, Ohio. 





Rigid Racks 


OR the pur- 

pose of sup- 
porting cars safe- 
ly in the service 
station, the Walk- 
er Manufacturing 
Co., Racine, Wis., 










has brought out a _ steel adjustable 
“Rigid Rack.” This is made in three 
sizes with extreme heights of 17 in., 
24%4 in. and 30 in. These sell at $6.50, 
$11 and $15.50 net per pair. 





Valve Adjusters 

ILKER automatic valve adjusters 

are designed to eliminate the 

noise in the rocker arms and tappets of 
the Chevrolet and prevent excessive 
wear on the camshaft and rocker arms. 
The accompanying illustration shows a 
cross-section of Wilker automatic valve 
adjusters. At each revolution of the 
cam the inertia pressure on the rod dis- 
engages the rollers (marked “B” on the 
diagram). This releases the male 
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piece and rod to adjust down, allowing 
the valve to seat perfectly. The weak 
spring (marked “A” on the diagram) 
raises the rod, preventing any clear- 
ance. Spring “C” immediately locks 
the rollers, keeping them engaged until 
the inertia pressure releases them on 
the next revolution. Spring “C” does 
not exert any pressure on the rod. 


Made by Wilker Products Co., 2900 
N. Thirteenth St., Philadelphia. 





Fuse Puller 

HE Trico Fuse Manufacturing Co., 

of Milwaukee, Wis., has just placed 

on the market a new combined Trico 
Midget fuse puller and screw driver. 
This little tool is made of genuine horn 
fibre and is five inches long. It is 
mounted 20 to a display card or can 
be obtained in small individual cartons. 
One end has gripping jaws for han- 


dling small cartridge fuses %4 in. to 
1% in. in diameter. The other end has 
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a screw driver for use on small screws 
as found on electric sockets, plugs, radio 
apparatus, etc. 


~ 





Hoists for Fords 


HE Ford hoists, man- 

ufactured and sold by 
The Manley Manufactur- 
ing Co., York, Pa., are 
available in sizes from %4 
ton to 20 tons. These are 
made in the differential, 
tribloc and screw types. 











Radiator Caps for Ford “A” 


NEW line of Monogram radiator 

caps designed for use on the new 
Ford Model “A” is now being made by 
Kingsley-Miller Co., 625 Jackson Blvd., 
Chicago. These caps are in three dis- 
tinct models as follows: Royal Onyx 
cap, list price, $8.00; Bar cap, list price, 





$4.00; Wing cap, list price, $4.00. Caps 
are priced without temperature meters. 
The Kingsley-Miller Co. is now in fuli 
production on these caps which are of 
standard Monogram design, with lock- 
ing theft-proof construction. Being of 
hinge lid construction, they provide for 
easy filling. They take either temper- 
ature meters or ornaments. 








Motor Age 





) 





err FR 9 


- READERS CLEARING HOUSE | 


S29 








| 





Questions Answered By (. Edward ‘Packer 





Jewett Chain Tighteners 


Kindly give me some information on a 
1925 model Jewett engine with silent timing 
chain. 

A few weeks ago there was a noise in 
the front timing case cover. Upon dis- 
mantling found spring on automatic tightener 
broken and the motor having been driven about 
30,000 miles, we replaced the timing chain 
and also the spring in automatic tightener. 

After this car was driven about 25 miles 
this apparent again. It 
sounds like a rub, or as if the chain tries 
to jump a sprocket. 

Tried ratchet and it appears to be in good 
order. This noise is not always present, 
but at different intervals of every few miles 
of driving. Kindly give information on how 
to wind spring in automatic tightener to 
proper tension. Thank you.—W Diehl, c/o 
Sterling Auto Service, 1331 W. Grand Ave., 
Chicago, III. 


rere the illustration you will see 
that the chain runs very close to 
the case, and it may strike at times 
unless the idler is performing properly. 
This automatic tightening device is 
composed of a stud or shaft which is 
supported by and anchored to the front 
of the crankcase and also an anchored 
bushing mounted on the _ stud, a 
sprocket which revolves idly on the 
eccentric bushing, a clock spring within 
a recess at the forward end of the 
bushing and a ratchet at its inner end. 
The outer end of the clock spring is 
fastened into one of the slots in the 
outer end of the stud, after having 
been wound around the stud one com- 


same noise was 




















plete turn and a half. By tending to 
unwind, the spring exerts its tension 
towards turning the eccentric bushing 
in a clockwise direction. This takes 
up any slack in the chain. 

There are two pawls projecting from 
the rear end of the eccentric bushing 
which engage with notches of a ratchet 
on the shaft. As the bushing is moved 
around by the coil spring the pawls 
are carried from one notch to another, 
thus maintaining the right tension at 
all times. Looseness of this spring 
could cause the trouble you are having. 





Watson Stabilator Adjust- 
ments 


I would like a little information regarding 
adjusting Watson Stabilators. I have a funeral 
car in my garage which lays over to the left 
side. The factory sent new springs and I 
changed them, but the car is still higher on 
one side than it is on the other. What I 
would like to know is how to check the 
Stabilators with the car in this condition. 
What I want to do is get all Stabilators to 
the right tension.—Indiana Subscriber. 


LOCKING PPX 





HE adjustment of the Stabilators 

is independent of the angle of the 
car. Of course it would be desirable 
to have the springs re-arched in order 
to make your car level but even with- 
out this the Stabilators can be properly 
adjusted. In looking at the Stabilators 
you will find that there is a brass eye- 
let in the strap somewhere in the Stabi- 
lator opening referred to as the Stabi- 
lator window. This eyelet should be 
just % in. below the top of the open- 
ing car window. If it is higher than 
that, in other words, farther in the 
Stabilator, that Stabilator will have 
too much braking action and will be too 
stiff. If it is out farther than that, 
the Stabilator will not have sufficient 
braking action. We are showing an 
illustration of this Stabilator and you 
will notice that there is also a round 


brass tag on the strap but do not con- 
fuse that with the eyelet. 

With the regular Stabilator wrench 
relieve the tension on any Stabilator 
on which the eyelet is not in the proper 
position and then adjust the strap. By 
means of a spring balance held at right 
angles to the Stabilator wrench, adjust 

















HOLD SPRING BALANCE 
AT RIGHT ANGLES TO 
CENTER LINE OF WRENCH. 
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the front Stabilators so that 
there is a 32 lb. pull on them 
and the rear ones so that there 

a 26 lb. pull—as shown in 
the illustration. Then if you 
find that the car bounces too 
much, you will have to let all 
straps into the Stabilators un- 
til the eyelets are all just flush 
with the top edge of the 
window. If, by any chance, the riding 
of the car is too hard, let the strap 
out on the Stabilators a little. To make 
these changes and adjustments, as we 
said before, always use the regular 
Stabilator wrench. In order to apply 
the wrench it is necessary to remove 
the small metal cap from the hex nut 
and then to make the adjustment, re- 
lieve the tension on the locking pin, 
as shown in the illustration, and with- 
draw it from the Stabilators by means 
of the small screw which is used to 
hold the hex nut cover in place. 











Hupmobile Four Timing 
Please give me the valve timing and igni- 
tion timing on a four-cylinder 1923 Hupp.— 
Joseph L. Zaruba, 76 Speen St., Natick, Mass. 
HE valves on this car should be 
timed so that the inlet opens and 
the exhaust closes at top dead center. 
Clearance of the valve stem should be 
set at .004 in. when the engine is cold. 
The ignition should be timed with the 
breaker housing set about 1/3 the way 
toward the fully advanced position. At 
this point contacts should just be sep- 
arating as piston reaches top dead 
center. 
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Repairing Studebaker 


Brake Lever 

I have a 1924 Studebaker Big Six, in 
which the end of the ratchet is coming out 
of the emergency brake lever. The end of 
the ratchet breaks off and I believe it is 
due to the way the ratchet gets caught in 
the lever, but I can see no way of over- 
coming this.—California Reader. 


E are showing an illustration of 

a cross-section of the emergency 
brake lever where the ratchet is held. 
You will notice that the parts that hold 
the ratchet have inclined sides so that 
the ratchet should not slip out. We 
have exaggerated the angle in this 
drawing. However, with considerable 
wear, the space between A and B in- 
creases so that the part C can get out 
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of place. To correct this condition, re- 
move the emergency brake lever and 
heat it to a cherry red at the place 
where C operates, having first removed 
C. Then place it in a vise and squeeze 
A and B together slightly so that C 
does not readily enter. Then grind off 
the sides of C just enough to let it 
slide in between A and B. This will 
hold the member C in proper position 
and will prevent breakage of the 
ratchet. 


Timing Should Pep This 
Car Up 

Would you send us the valve timing on a 
1923 Buick and also on a 1924 if they are 
different? We have a 1923 Buick which 
has been run less than 15,000 miles. We 
have put in new rings, pins, tightened the 
bearings and ground the valves. We also 
changed the carburetor, but the car is dead. 
It idles perfectly but has no power or pep. 
The spark has been changed. What is the 
proper needle and air valve setting on this 
carburetor? We will appreciate any help 
you can give us on this.—MclIntyre & Wiley, 
Albion, Towa. 


WE are more than glad to help any 

of our readers in any way that we 
can, but in requesting information you 
should more carefully tell us just exact- 
ly what model you are working with. 
We assume that the 1923 model is a 
six, as four-cylinder jobs were discon- 
tinued for 1924. Your entire problem 
seems to be one of timing, so if you 
wish to check up on the carburetor 
refer to the clearing house section of 
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MorTor AGE for Sept. 8, 1927, and you 
will find details on carburetor adjust- 
ment. 

In setting the valves on either of 
these cars the tappet clearance should 
be .008 in. The timing is the same for 
1923 and 1924 models and the flywheels 
are clearly marked. The timing calls 
for inlet valves opening 5/6 of one 
degree before top dead center and the 
exhaust valves closing 32 1/6 deg. after 
top center. 

Concerning the timing of the igni- 
tion, we would suggest that with your 
car acting as it does the ignition be 
advanced just as far as possible with- 
out objectionable knocking when pulling 
hard. This setting should be made 
preferably on the road and for this fly- 
wheel markings should be ignored but 
the control lever on the quadrant should 
be in the fully advanced position so 
that after the car has begun to knock 
as the result of too much spark, this 
condition can be relieved by retarding 
the hand lever. 





Compression Ratios 
Please give us the compression ratios of 
all automobiles manufactured in the American 
market.—Joe Hilton Co., 919 Texas Ave., 
Lubbock, Tex. 


NFORTUNATELY the _ informa- 

tion regarding the compression 
ratio on all automobiles is not available. 
What we have follows: 


Cars Compression 
Ratio 

Auburn 6-66 ............. 5 
Auburn 8-77 ............. 5.0 
Auburn 8-88 .............5.0 
BI Eo gnc ve cv eeveees 4.79 
Buick 120 & 128 .......... 4.31 
Cadillac 314 ............ 4.75 
PTY iv ea was secede secnes 4.3 
ee 4.2 
Chevrolet AA ........... 4.3 
Chrysler 50 .............. 4.1 
Chrysler 60 ............. 4.9 
Chrysler 70 ............. 4.8 
Chrysler 80 ............. 4.8 
Cunninghant V-7 ........ 4.26 
Davis 94-27 ....... ..... 5.0 
Davis 92-27 ............. 4.44 
Deeme Sir. 8 ............ 4.66 
Dodge Bros. ............. 4.0 
GguPont ..............ecc. 4.5 
Elear ................... 4.9 
Elear 8-90 .............. 5.0 
a 4.9 
Erskine Super-Six ....... 5.0 
Falcon-Knight ........... 4, 
Flint Z-18 ............... 4.78 
Flint 60 ................. 4.44 
Flint 80 ................ 4.24 
ke rr 3.6 
Franklin 11-B ........... 4.43 
Gardner 6-B ............ 4.5 
Gardner 80 ............. 5.0 
Gardner 90 .............. 5.0 
Hertz D-1 ............... 4.5 
pe ES 4.65 
Jordan AA .............. 4.69 
Kissel 6-55 .............. 4.9 
Kissel 8-75 .............. 4.5 
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Lincoln 8 ............... 4.81 
Locomobile 48 ...........4.25 
Locomobile 90 ...........4.25 
Locomobile 8-66 .......... 4.65 
Marmon E-75 ..... oo... 484 
Marmon Little .......... 5.27 
MeFarlan Str. 8 ......... 5.0 
MeFarlan TV ...........4.5 
Moon 6-60 ............... 4.78 
Moon Series A .......... 4.65 
Nash Light 6 ........... 4.5 
Nash Spec. 6 ........... 4.69 
Nash Adv. 6 ............ 4.6 
Oakland 6 ............... 4.8 
Oldsmobile 30E .......... 4.7 
Paige 6-45 ............... 4.54 
Paige 6-65 ..............4.68 
ho 4.68 
Paige 8-85 ....... ee 
Pierce-Arrow 80 ......... 4.35 
Pierce-Arrow 36 ......... 4.35 
Pontiac 6 ............... 4.6 
MMOD. go wu es dee ceueev wen 4.8 
Rickenbacker 6-70 ....... 4.76 
Rickenbacker 8-80 ....... 4.76 
Rickenbacker 8-90 ........4.76 
Roamer 8-78 ............ 5.0 
Roamer 8-88 ............. 5.0 
Rolls-Royce .............. 4.0 
Star 4 .................. 4.2 
SS 4.79 
Stearns F6-85 ........... 4.7 
Stearns G-8 ............. 4.5 
Studebaker Std. 6 ........4.5 
Studebaker Spec. 6 ...... 4.25 
Studebaker Big 6 ........4.25 
Stutz AA .............. 4.0 
Velie Std. 50 ............ 4.7 
Velie Special 60 ......... 4.7 

















And They Sure Did! 


N the Oct. 20 issue of Moror 
I AGE, on page 47, Herman A. 
Maisel, Delta, Mo., asked a ques- 
tion to which we published the 
answer. Before publishing the 
answer this problem was discussed 
with a number of local service men 
and the answer as given was the 
result. However, we felt that 
more could be said on the subject 
and consequently closed the ques- 
tion by saying—‘‘Possibly some of 
our readers will see this and have 
some further suggestions to make’”’ 
—and they sure did. 


Mr. Maisel joins us in_ ex- 
pressing his thanks to the follow- 
ing for their helpful and prompt 
suggestions : 


H. W. Smith, Chicago, Ill.; W. 
F. Robinson, Wayne, Neb.; George 
Blair, Osco, Ill.; J. H. Shepp, 
Kansas City, Mo.; O. E. Larsen, 
Britton, S. D. 


As the name of this department 
indicates, it is truly a READERS’ 
CLEARING HOUSE, and we al- 
ways appreciate comments, criti- 
cisms, or suggestions from our 
readers. 
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SHOP KINKS 
Ideas that have proved useful 


HENEVER I am in- 

stalling a gasket that 
needs to be put in place 
with shellac or gasket 
cement, I find it handy to 
hold the gasket in place 
while the cement is drying 
by using a number of bat- 


tery clips, as shown.— 
Green’s Garage, Florence, 
Ala. 





Readers of Moror AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 




















Oil Consumption Varies 


With Speed 


We have a Chrysler 60, 1926 Model, in 
our shop, which has gone 12,000 miles and 
which uses a quart of oil to each 90 miles. 
I put new rings in this car at 10,000 miles 
and also checked the bearings which were 
all O. K. After putting in the new rings, the 
oil consumption was very little less than be- 
fore. The oil does not drip from the pan and 
the spark plugs are perfectly dry. The engine 
works fine in every way and has lots of power 
and speed and the pistons are tight. I used 
one oil regulating ring to each piston. What 
suggestions can you make for reducing the 
quantity of oil used?—Pennsylvania Sub- 
scriber. 


‘THE amount of oil that you use de- 

pends to a great extent on the kind 
of driving that you do. If you drive 
this car extremely hard, that is between 
50 or 60 miles an hour on cross-country 
trips, you will find that your oil con- 
sumption will be considerably higher 
than it would be in around town work. 
In fact, in city driving it is not unusual 
to find that no oil at all is used. Of 
course this is not strictly true, as some 
oil is used but the amount of dilution 
in the engine offsets the oil loss, so that 
the level in the crankcase remains con- 
stant. That, however, is not a desir- 
able condition, and the consumption of 
some oil is to be expected. 

High oil pressure in your engine will 
increase the consumption of oil some- 
what. The pressure in this car should 
be set when the engine is hot so that a 
15 lb. reading is obtained on the gage 
when the engine is running at what 
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would be a 30-mile an hour speed. Also 
with the engine running at this speed 
place papers under the car to see if 
these are any leaks. In the question of 
oil consumption, the quality of the oil is 
also a big factor. We find that some 
oils break down and burn up under hard 
usage, whereas others are not nearly 
so quickly consumed when subjected to 
high temperatures and pressures. We 
would suggest that you try this car out, 
using the highest quality of oil which 
you can purchase as we confidently be- 
lieve that the use of the best oil will 
actually cost you less for oil in a year, 
though you may pay more per quart 
for it, than a lower priced oil, and in 
addition you will be sure to cut down 
wear and depreciation in the engine. 


Causes of Valve Burning 

We have a 1926 Model Dodge. The exhaust 
valves burned out once in 3000 miles. We 
ground the valves and renewed the burned 
ones and ran the car about 1000 miles when 
the valves burned out again. The tappets were 
all set at .004 or .005 clearance. Please let 
us know the cause of this burning out of 
valves and also the remedy.—S. Sunder Rao, 
Mercara, Coorg Dist. South India. 


HERE are a number of causes of 

burned out valves. Sticking valve 
stems prevent the valves from seating 
as they should and will result in burn- 
ing of the valve seats. Obviously, the 
cure is to see that the valve stems are 
straight and smooth and that the valve 
springs have sufficient tension. We 
would suggest in your case that you 
compare the springs in this car with 
new springs from stock and if the new 
ones are stronger they should be in- 
stalled. Another cause of valves burn- 
ing out is chatter marks on the valve 
seats. Chatter marks permit the hot 
exhaust gases to leak past the valve, 
burning the seat and quickly causing 
the valve to burn. Too little clearance 
between the valve stem and push rod 
or tappet is another cause, but .004 or 
.005 in your case is sufficient. If the 
earburetor is set extremely lean this 
will also result in valves burning out 
on long runs. Other possible causes 
are running with retarded spark or 
with a partially clogged muffler. 





Hot Say We; What Say You? 


I am having some trouble with a 1923 Du- 
rant Six. This car is apparently in excellent 
condition, has lots of power and speed, but 
after driving 10 or 15 miles on a mild or 
warm day at about 35 m.p.h. or more, it will 
spit back into the carburetor and act as 
though it were out of gas. Slowing down to 
25 or 30 m.p.h. it will settle down and run 
fine, but as soon as I open the throttle and 
start to speed up it starts spitting again. The 
only way I have been able to overcome this 
is to pull the choke almost all the way out. 
It never bothers on long hills, no matter how 
steep, unless runnng around 35 m.p.h._ I 
thought it was caused by too little valve 
clearance but increasing this did not help any. 
I put a heavy asbestos gasket between the 
carburetor and the manifold thinking it would 


much heat at the carburetor. 


stove. 
come your trouble. 
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decrease the heat of the carburetor, but it 
did not help. Changing spring tension on 
high speed adjustment does not help. The 
carburetor is a Rayfield. Valves have been 
reseated and ground in, gas line and vacuum 
tank cleaned—but no results. Radiator never 
boils. Have driven 900 miles without adding 
oil, has lots of power and will walk right up 
to 65 m.p.h. This trouble never occurs on a 
cold day. I get 15 miles per gallon of gas. 
Any suggestions will be greatly appreciated.— 
A. J. Austin, Thirtieth Street Garage, Cedar 
Rapids, Iowa. 


7“ entire problem sounds to us 
as though you were getting too 
You have 
evidently suspected it from what you 
have said. If you are using high test 
gasoline the trouble will be particularly 
annoying and it may be that shifting 


to regular gasoline will help. We would 


also suggest that you discontinue using 


the water jacket for heating the car- 


buretor and also take off the hot air 
We believe that this will over- 


Should any Motor AGE readers have 


any suggestions to make we shall be 
very glad to hear from them. 





Oldsmobile Wiring, Clutch 


and Transmission Data 

We have an old Oldsmobile Model 30-A 
that we expect to rewire. Please send us a 
wiring diagram.—W. P. Borge, 1513 N. Long 
Ave., Chicago, III. 


\ \ YE are pleased to be able to supply 
the diagram requested. 


This car has a cone clutch, but I do not 
see any way of getting grease to the bear- 
ings. 
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On looking into this matter closely 
we find that a Borg & Beck clutch is 
used and this is of the dry disk type. 
There is no provision for putting grease 
on the bearings as these are lubricated 
when the clutch is assembled and are 
not lubricated as a matter of service 
thereafter. 


We would appreciate it if you can send 
us a sectional cut of the clutch and trans- 
mission of this engine. 
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The sectional views requested are 
published herewith. 





Systematic Checking Locates 
Bad Connection 


Please give me complete information on 
the light-six Nash automobile. I have trouble 
with burning out the entire lights and can- 
not drive the car over 25 miles an hour 
without burning them out. I wave had the 
car at several factory representatives of elec- 
trical equipment, but they are unable to 
locate the trouble. I have changed batteries 
several times, also changed the cut-out. The 
only remedy I can find is if the battery is 
only half charged. Please tell me what I 
could do to remedy this trouble.—Oscar 
Rank, 146 Webster Blvd., N. Milwaukee, 
Wis. 

he order to help you trace the trouble 
on your car, we are showing a wir- 
ing diagram. Burning out lights in- 
variably indicates a bad connection be- 
tween the battery and the generator. 
The battery serves as a voltage regula- 
tor for the entire system and should 
it become disconnected, the higher volt- 
age of the generator will send excess 
current through the lights, generally 
resulting in burning them out. 

We would suggest that you start 
systematically at the ground connection 
of the battery and work all the way 
through to the generator, checking and 
proving that each connection is correct 
before passing on to the next. A very 
low reading voltmeter, one for example 
that will read as low as 1/10 of a 
volt over its entire scale range, can be 
used to advantage in this work. 
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Oldsmobile Model 6-30 (1924) Delco System. Delco Ignition 
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By starting at the ground connection 
and testing first from the terminal to 
the frame of the car (all of these tests 
being made when the generator is 
charging at its maximum rate) pro- 
gressing with your test from there to 
the negative terminal to the negative 
post of the battery and then from the 
connection at the starting switch to 
the lead running to the ammeter and 
so on up to the generator, you will 
be able to know that each connection 
is good. Any looseness, rust, dirt, paint 
or corrosion under the terminal will 
cause a high resistance. This high 
resistance will result in a reading on 
the volt meter. Wherever a reading is 
obtained, the termina! should be re- 
moved and scraped and polished until 
the metal is bright and then replaced 
and carefully tightened. 

A check should also be made from 
terminal to terminal on the ammeter, 
as it is quite likely that if electrical 
service stations have checked all of 
your connections from time to time and 


IGNITION CIRCUIT BREAKER 








have not located the trouble that the 
fauit may be “hiding” in the ammeter. 

We have run into a number of such 
cases where an internal connection in 
the ammeter did not readily show up, 
but would occasionally loosen and re- 
sult in the lights blowing out. You will 
appreciate that a loose connection at 
your ammeter would disconnect the 
battery from the ch. ging circuit and 
would leave the lights >nnected direct- 
ly to the generator. 

With a volt-meter that is capable of 
reading as high as eight or nine volts, 
you should check from the generator 
terminal to the ground and again from 
the negative terminal of your battery 
to the ground. The difference in read- 
ings between the generator and the 
battery should not exceed % volt. If 
the generator is more than % volt 
higher than the battery, assuming that 
your battery is in good condition, it 
indicates high resistance in the charg- 
ing circuit and this can be located as 
previously explained. 


Nash 1925-——-Series 131, ‘‘Special,’’ ‘“‘“Milwaukee,” “Light Six’’ 
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No Union Hours for Motor AGE 


ARREN, OHIO—I find MOoTorR 

AGE the most reliable and up-to- 
the-minute motor journal I have ever 
read. It is the first thing I open when 
I get my mail and it is one of my chief 
delights to quote Motor AGE to one of 
these inflated salesmen and watch him 
deflate. The boys working for me are 
more interested in its pages than in 
any other journal I take, and it is 
more often quoted than the Bible. 

I take pleasure in mailing you my 
check renewing my subscription and 
hope that you can mail the paper to me 
a trifle earlier so that I may have it to 
read every Sunday instead of about 
one Sunday in -ree, as at present; 
for if I don’t ead it on Sunday my 
only chance is when the rest of the 
bunch are sleeping. Your paper is one 
thing around here that don’t work 
union hours.—H. S. McKibben. 





We’re the “Berries,” Says 
Mr. Berry 


ADISON, WIS.—I have been a 
reader of your paper for 10 years 

and think there is no better publica- 
tion for the garage trade.—P. A. Berry. 


And Now We’re Together Again 


ORTLAND, ORE.—I would have 
sent in my renewal ere this but have 
just bought a business of my own and 
did not feel as though I could spare the 
money at this time. But I did miss 
Motor AGE very much.—T. W. White. 


“Ad a Baby” 


ILLAMINA, ORE.—Like all the 

rest of the readers of MoTorR 
AGE the only trouble I have with this 
magazine is the cover and back are too 
close together. In other words “not 
- enough Motor AGg.”—S. E. Bryant. 











M.A.is a Real Mother at Times 
REENVILLE, MISS.—We have 
just started in biz and cannot get 
along without your magazine.—Bar- 
wick Automobile Co. 





We’re Safe on Iron Mountain 


RON MOUNTAIN, MICH.—What 
feature interests me most? All of 
it!—Frank J. Senger. 








ETTERS to the editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Motor AGE or 
reads it over your shoulder. 




















A Pat on the Back From Patton 


H-GWAH-CHING, MINN.—Never 

was my favorite magazine more 
welcome than the issue containing the 
description of the new Ford. Your 
clean beat put me at the head of the 
class in our “Gasoline Alley.” As an 
oracle, MoTOR AGE surpasses the “in- 
nards” of fowls and other prognostica- 
tions by many a league. 

We told the local Ford dealer just 
what he would see when he went to 
St. Paul to see the car. Upon his re- 
turn he couldn’t tell anything new. 

Oh! for more Mondays in the week, 
bringing Motor AGE to settle these 


things.—Edwin L. Patton. 





We Not Only Have, But 
Are “It” 
EAGUE, TEX.—I think Motor 
AGE is It, with a capital “I.” Can’t 
do without It. But I think you might 
add to specifications of current models 
the r.p.m. of motors.—E. J. Johnson. 





Drink ’er Down, Down, Down 
ROOKLYN, N. Y.—Here’s to the 
health of the greatest pal the auto- 

motive service man cou!d have, MoTor 








e L 


AGE. May he live forever.—E. E. Good- 
win. 
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Would You Call This Highway 
Robbery? 


ITTSBURGH, PA.—As an ordinary 

automobile driver, I feel that the 
use of the public highways (for which 
I help to pay and expect to use safely) 
as a race track for advertising any 
make of car, is robbing me of the free 
use of the highways which I have earned 
through years of careful driving. 

We all remember the speed restric- 
tions which used to curtail the pleas- 
ures of driving on our highways. With 
so many automobile accidents, we know 
that our present freedom hangs preca- 
riously on good behavior, and that if 
the selfish few persist in breaking the 
spirit of our road laws, we shall all have 
to suffer. The states of Washington 
and New York have already taken steps 
in this respect—others will soon follow 
if present abuses continue. 

Manufacturers who wish to prove the 
speed of their cars are at perfect liberty 
to do so at Indianapolis and other speed- 
ways, without danger to the public— 
and where “honest timing” is assured. 
Every man-in-the-street knows that 
there has been too much trickery and 
plain lying about road records. We 
watch strangers when we play poker 
with them—and we have no confidence 
at all in “unwatched” records on our 
“stolen for this use” highways.—Mur- 
ray Fahnestock. 





A Welcome Visitor Every Week 
INOT, N. D.—It seems quite hard 
to get along without this news. 
Having been a reader of your magazine 
for several years, I look forward to the 
end of the week for its hearty recep- 
tion. I am interested in its pages as 
a whole, but am more interested in the 
new devices and Readers’ Clearing 
House, particularly where it deals with 
lubrication.—F. EF. Brancht. 





Lots in Plenty 
OUNT VERNON, IND.—We think 
lots of Motor AGE and would not 
do without it at  all.—Gronemeier 
Hdwe. Co. 





“A bsosurely” 
ORTH OLMSTEAD, OHIO—We 
surely want Motor AGE.—Beeve & 
Elliott. 
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Prices, Weights and Equipment of Current Passenger Car Models 
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_ KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack; e—Car heater. v—Vanity set. 
a—Wood wheels. d— Disk wheels. j—Trunk rack, no trunk. e—Cigar ~~ w— Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers k—Spare tire. r—Rear traffic signal. z—Clock. 
b—Wire wheels. f—Front bumper. i—Spare tire lock. s—Spotlight. *—Overall length. 
C—Optional wheels with s opere g—Shock absorbers or snubbers m—Engine heat indicator. t—Vanity and smoking set. §— Prices on application. 
c—Type of wheels option b— Automatic windshield wiper. oo gasoline gage. »>—Smoking set. 



















































Motor Age 


Prices, Weights and Equipment of Current Passenger Car Models 






































































































































































































































Passenger ‘ | >| ——e | - 
= e|f| S| Stand ad ; la/es Passe S _ 
Model CEs 233] ete Mo Of =|. 5-2) Standard —" Melt Peo snare aa : Es 
wo. ia ns odel SS Ss oO] EF @ &"se} Standard s.ljelss 
| rs quipment Model ©O-£/ §|-='e . an -@) | S50 
bin On © ne ° ke | ois Equipment M ©.2 ra) = Standard 
me eo Ans odel “=| S)£5| Equi 
FORD “‘A” | | wo iOne quipment 
2-4p. Roadster... $ 285 eT ne =5.4° | : 
5p. ee ena 9 5 ‘4 ioe “ _— 4p. Plav boy basi td 1545) 99915) aghmorx - —, ceccee $5500 i “F.75” 
2p. Coupe 4on| | wen 2-4p. Sp. pee. 1695) 2:3070 aghmnr OE. «-« TSE 2p. Speedst 
2 4n Sut. Coune. ied BE I fot 5p. Cus. Sec 8] 412900 achinart ‘p. Brougham... | 6400). - Speeaster.....] 3485) 2/4251 /aeghIn 
2-4p. Spt. Coupe..} 550 Beat jan...| 1695) 4/3200, aghmnrtx 6 4p. Speedster 2485 — 
oe oa Beshne 4p. Cus. Vict..... 1695, 2.3200 aghimnrt 6p. Ber. Landau .| 6500)..]. 5p. Phaeton... ... 8485) 2/4256) aeghinors 
Se. Bander Sedan. on a Beghnr “ey E” x 7p.Cabriolet.... | 6600). . rn, eng a a 3455 4/4017) aeghinprx 
alae -+--|Beghnr - oe Coupe} 2195) 2)3185|aghmnrx 7p. Holbrook Gab. se e 2p. Coupe Ristr 3563 ? 4374 ——— 
». Perm. C 9195) 913185) (p. ok Cab.} 7200].. . i ee ‘ (4iaeghin 
i nn gga aoe 3278 hts 7p. Collap. Cab... | 7300). . =  —aapeaat S196 : 4452\aeghinpra 
| oe] 3 2/3275) 4 ~<A eee eens at 4372 
ee 5. Sedan......... 2195) 4/3300\aghmartx = hae aaatiad 3485} 2 ‘346lacchlnorta 
ries . é 565 iy 
119” W.B. 5p. Sedan... -....| 3565] 4lasoslacehlnuess 
> Coupe eae $2490}. .13400}an = a? cas] 3640) 4 4020 reebinpets 
. ee 27: 34 : —_ i 
Vitoria 270). 30) LocomopiLe eden] emt) sezuseebian 
5 ' ‘4 Sed: ceeeee oe sal “del Jian sia ba 4 . eee é O/ acg iinprtx 
BOs Se. 33-1 nln KISSeL of a Camo | 419) 4/419) 
sy Rtg tt ry tle Bt le ee an “6.70” - Dedan........ 
d-op. UC t Cpe » 247 rin 
dp. Con'vt Cpe.} 2925). .13450}an > : ne. Roadster pe. 2915lahmr ™ Ma ee --| 2100 MOON “6-60” 
QQ" p. Bro’m Sedan..| 1495 41306 . 79 
2. - Sp. He b’t| 2975]. .13390 “8.8” she en eee 4p. Spt. Touring. .| 2850). 5p Phaeton, aid m3 4/2340 ~ 
F S T “ 49}. .}d0 lan 125” W. B. . * 5 r) | ot 60) | Pe od ‘ 3: an 
. a roe 207s}..). Jan 5p. Phaeton...... 1885! 413240lahmnr So SUE == 2 2979 5p — pew. 1095] 212330] in 
7p. Sedan. ....... | 2080 s te an 4p. Speedster.....| 2095! 213!55lahmnr 4p. Collap. Coupe.) 3000 3-5n. io 7 se. a en anw 
ee oF OUL. 1 Ha . eal . Aik . - UaD.. 951 § "7 
7p. Ox. Sedan. 20151 oa | ~ 4p. C p. R istr. ...| 2095) 2)3343/ahmnr 5p. Seda 3-5p. Cab. Rdstr..| 1165} 2 aa an 
7p. Limousine. . 30801 13780 os “a 2 — on 2)334\lahmor , a ceil 2850 5p. Coach....... 1045} 2 9490 ~ 
1 Sedan..| 2095} 4): : | 20}: 
5p. Conv. oan 2495) ; 3 18 ~ med 5. Brougham..... 2900 3p. Ro 4 eg Be BO 
GARDNER gweld] | 5p. Roy, Sedan....| 1195] 2/2520! shim 
“75 Ag oe _....| 1985! 4/3360labmnr ere 3350 BD. Roy Sedan, d ‘aoa ; 3008 - 
4p. Roadster.....1$1195| 2}on95!ac p. Tourster. .... 2095! 4/3157 "Cust. Sedan. .| 1395! 4}2605Ich- 
ap. Vie. Coupe : oan ° — a“ ose 5p. Bro’m Sedan.. 2295! 4 38 — 7p. Sub. Sedan. ..} 3500 °P _ Sedan. .) 1395] 4/2605)ah 
Bp. Sp. Coupe. . 59° a13000 —. ip. nodes. caidas 2495) _|3630!abmar “4g”? 5p. Touring...... 1195} 4/2560 
bp. Club Sedan... 13901 4132651: Po 4p. Sportif 5p. Roy. Rdster 1395] I: ~ 
Club Sed. DeL.| 149° 3263)2eghmnr 4p. Coupe Rastr | 1995) ].... p. a peeee H 5p. Collap Cab.. 1745| 2 ce dn 
Del. Se’ jan.. 1595 -7Re eee : op. , lam, > 1895 a 7. peje, 5p. Seda D L a shane 
o}..]..../oghmn py. Sedan. Qyk “* p. Touring...... ‘ Sedan DeL....) 1395) 2/2710]dno 
va agree aaa tO ae io. Tour Bi.:| fom fae | ee 
4 eaten | " 05 — “2 99” didnt p. rougoam.... § 5 ; — . . oe oo 
Gp. Brousham....| 18 | *|33c0tacshimn 131” W.B. ping ee sp. RoyCabRedstr | 1443] 2P815|chann 
bp. Sedan... 1gasl <le2e 1 eghimnr 5p. Phaeton...... 2195! 4/3990 ahmor <P. Cab, ine. Dr.| § afghkirstx 5p. Std. Sedan 2d 45) 212815/aghmo 
Cua; Gene. "I oosl 338.) Aeghimnar = _— naan 2395) 9.3260 ahmnr ‘P- = sichiadi § 5p. Std. Sedan 4d 1443 4 3080 — 
---f Sv90]..].... Cp " 9208) alae-ol. , » HON 5) 3080}. 
“199” | * Sr ~~ — oes pt ame 4p. Sportif....... 5900 He de 7 in.} 1445] 2 3050) sche 
a ae ¥| ( mur . y an.} 1545} 4/3080}, - 
.Roadster.....| 2095 5p. Bro’m Sedan..| 2395! 4.3760 al aghmn 
5p. Brougham. . | oe 3] 4 2690!Degh 5p. Conv. Bro’m..| 2795 ‘(3863 abrone ns ses 
> eee 295) 4 3730! Degh ae 139" W.B. | | 7p. Touring 
Gus. Coupe...) 2193) | a to Ed 2285! 4:3630/ahmnr ——o ne aes NASH 
cee p. lourster..... 9395 4“ ” 
5p. Bro’m Sedan..| 2595 4 Hart a weed . Sp. Vie. Sedan.. A 7300 5 Tour - 

HU "ny. Sedan.. on anhmnr 7p. Suburban... * 7500 Pp. ouriug se $865 4) 2325 D bh 
si _ | 5h Sedan 7 ia ss 4/3975 ahmor 4p. Vic. Sed. 7450 2-4p. or tCab.| 995} 21505 ow wll 
uper pe & Boos J ee a7 Ft “}- ° 4 
“Std. Line” 7p. Sedan Deb... .| 3495 4'4080 a 7p. T o — 879) 2/2345) Dahor 

bp. Conch..... $1285) 21255Slachi 7p. Ber. Sedan. ..| 3585) 4|4125|aeghi 7p. Cabri a 5p. Sedan... re Bs re 
6p. Sedan........ 1388 3 555/aghjmner morvx p. Cabriolet. .... 7500 = Ian ae --e}| $95) 412500] Dzhor 
eae: 85] 413670lagbjmar ...Collap. Cab...} 7750). .].... P er 1085} 4/2610) Deghnr 
“Custom” ) 
7p. Phaeton...... 1600} 4]3645}agm | ~ — bene 1225] 212080| Debnr 
4 Broughaas -.-| 1595) ar amon »-4p. Cabriolet. } 1290] 4[3070l Daher 
. Sedan........ 1850] 4|3945/aghmoru LA SALLE MCPARLAN “4 tah Coupe. ..| 1165} 2/3030 Dehne 
5 —, 9.4 ‘ ad W.B “ieee “WB. 4 Vie ae ae ce 2 mn Dghinrt 
’ - 7 ; 2 ‘ ~~ TeTes ZZ‘ OT31 7 ) 
Cy pail 11 75) 2)2510}.ghjmnr m™ ae. ad — 2/3665 aeghimnprx 2p. Roadster..... $3050 5p. Sedan........ 1335] 4 3950 —— 
poseseees 1285) 4|3590|aghjmor | 4p. Sp. Phaeton " oes 4/3650 aeghlmnprx 5p. Touring. .....| 2650 afahit op. Coupe........} 1445) 4/3380 pe ¥ 
. Sp. n..}| 2999) 4/4080) Beghjkmnp a Sp. Phaeton ..| 3180 g seni “Advanced” Ughior 
2-4p. Coupe. 95 me p. ‘Lown Coupe..| 3180 | 
ap may Ng ae he pe a oe EAN. - +++ 3180 > ar: --- 1475) 2/3400; Debmor 
| io. Vielotin...... 8351 913805 paeners Sp. Brougham....} 3180 afghimnprx Pie ar eee 1340 413400, Dehmar 
os eee 5p. Town Sedan. .| 2650; 4:397 rd ~ mnageee 5p. pig hg ...| 4600 = © _ es eesces 1425) 2/36 20! Dghimnruv 
“A” Be Sodan. | 3ess| alcooolecchhenoee B. Sedan... .-..| 1545) 4)3650 
4p. Roadster. ... .]$1335] 2)... .Jagh up. C ‘oupe. ee 300] a{eo jseghimnprtx || 7p. Sedan. ....... 3680 q #.. — 
ag Serpe wee f 18987 4F0 8 ~ ve Sp. Sedan. ...... 3800) 4}... 7D. 7 ae. 0] S008 bp. Sp. Tout ng. . ‘| iseol als pre 
p. Sedin 2d..... 1345] 2). fe 5p. Town Cab. ...} 4500! - 1 ‘ — 10) 4/3500) Bghimar 
= Coupe....... 1385] 2]. a Sp. at Cab.. "| 4300 ; 7 a. Roadster... .. 5800 - — econ: 1595} 2 3640 Dghmnruv 
p. Sedan........] 1395] 4)... cghor " W.B. 1 op. Spt. Tour.. 5600 5D Amb. Sadan. : ion 2/3650; Dghmor 
—_.0 7p. ae... 2795! 4 7p. T ap. an. .} 1925) 413820) Dghinprtuvs 
E-3 5p, Imp. Sedan...| 2795 p. Touring.......} 5700 a omy 1990) 413830) Dghnprtuve 
5p. Tourio art ale a7 ino 8 -se} 2¢90} 4 5p. Sedan 6720 0 (p. imp. ein. 2165} 413 . 
> Tong. 1795] 4]3300leehnrx p. Imp. Sedan...} 2895) 4). cee {ghlmnprx 3900) Dghnprtx 
- £0UTINg...... S05 326 
2-4p. Roadster... 1895 2 oat oe 7p. Sedan........ 6720 
5p. Brougham... 095] 2lanrs _ nrvx —— *AA-6' 
*-* aeVUe« Gie Vid Led + - 
2-4. Coupe... 2195] 213465 dghrx I. «on I 1 So: Raster. 1073) aorsolen 
pp. Vietoria ey to : te a 7p. Cabriolet .....]| 9000 + ewe. | 1145] 2 5828 — 
p. Sedan........ 9345] 419200]. p. 2d. Sedan.....} 1045} 2/28: t 
7p. Sedan Lim... . <p phe or LINCOLN 3p. Land. Coupe..} 1045] 2 aaa ahou 
52u| 4/3360|aeborx “gy? | 5p. 4d. Sedan.....| 1145] 4|2980 “ 
2p. Spt, Rdster $1600] 5p. Land. Sedan. .| 1265] 4 3050|aehnou 
7S + Rdstr.| 460 } 
7p. Spt. Touring..| 4600; 
JORDAN 4p. St. Phacton..| 46001 414910 MARMON OLDSMOBILE 
“R ” 4p Coupe 4600 9145 a begjkinprwx “73” “39.” 
dp. Blue Boy... (¢1748] 4!: 4p. Sedan........ 4800 2) {805 /aegkinpre 2p. Roadster 1895 5p Sp. Touring...| $895} 4/249 
. i an,” $1715) 4/2800) Beeghkmnrx bp. Sedan........ | 4/495" /aegikinprx 4p. Speedster... .. 98; 4p. DeL. Rdst . O . 90) ceghimar 
on....| 15¢5] 219778lagt | 4800| 4'5010laeekinort 4p. Speedster.....} 1965 Je. er..) 895) 2/2317|/cehmar 
2-4p. Tomboy... | 1595] 2/2650 + mam aes | S000) [4720 a Kline : 2-4. Collap. Cpe. .] 1995 2p. Coupe........] 875) 2 h 
6p. Sedan..... | nel aia “ aghmnrx | Zp. Sedan. 5000] 415030 anne npr 2p-4. Coupe. .....] 1895 5p. Sedan 2d......] | 875] 2} lehu 
jee aghiuurta |\ ‘2 Limousine. ..1 4200] 415165 oo 4p. Vic. Coupe...| 1995 Sp. Sedan 4d......) 975] 4)... Jehu 
meee i | eopr | 5p. Sedan........ 1895 = oh gy .«-| 965) 2/2650 ceghmnru 
D. dau cece. 1075 4|2780 | ceghimru 
A—Wood whee! KEY 
s— Wood — —— stieabeenamanmints 
—VWj; —LAISK wheels ° . rac 
b—W = - with spare e—Front and rear bumpers. —— rack, no trunk. >-aigee tie. o—Vaatty ont. 
C—Optional wheels - th spar {—Front bumper. i—s pare Soe, r—Rear traffi al. w—Windshield wings, 
spare. g—Shock absorbers or snubbers "Engi wg terry s—Spotlight. a aioe. 
| m— Engine heat indicator 8 *—Overall lenvth. 
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: 53 
Prices, Weights and Equi f P Car Model 
rices, Weights and Equipment of Current Passenger Car Models 
Passengers . Ts Passengers ’ fs Passenger ‘ = Passengers ia fs 
an S s = a= Standard — 2 . : a'= Standard oa . : 5 a'> Standard and S : 3 BS —— 
Se 2 = Equipment Medel rt isla Equipment Model re alae Equipment Model celine quipment 
OVERLAND 7p. Limousine. ...} 2695] 4|3750|aghlmnrtx ROAMER 2p. Coupe........ 1195] 
“4” Whippet p. DeL. Sedan...| 2795] 4|3600|aeghimortx “8.78” 4p. Coupe........ 1295 
Bp. Touring. ..... $625 7p. DeL. Sedan...| 2995} 4/3700|aeghlmnrtx || 2p. Roadster. .... $1595 4p. Victoria...... 1295 
p. Roads 695 “6-80” 2p. Coupe........] 1750 5p. Sedan........ 1195 
2p. Coupe.. 6 5p. Phaeton...... 1395| 412850|aeghImorw 5p. Sedan........ 1795 5p. Sedan Royal. .| 1295 
5p. Coach........ 625 -4p. Roadster... .| 1495} 2/3025)ceghimnarw **8-80” “Commander” 
Bp. Sedan........ 725 2-4p. Coupe...... 1565) 2|2975|aeghimnr 2p. Coupe -|$1985 4p. Sp. Roadster.| 1695 
Bp. Landau...... 755 5p. 2d. Sedan 1395} 2|3000|aeghilnr Bp. ena eal 1985 2p. Coupe........ 1495 
a ee 5p. Std. Sedan 1595) 4/3125/.ghmaor. 5p. Sedan........ 1985 4p. — er 1495 
2-4p. Roadster 825 Spt. Sedan 1795] 4/3100 “8.88” 5p. Sedan........ 1495 
Bp. Touring...... 765 5p. DeL. Sedan...| 1795) 4/3125|Deghlmar 5p. Tourer....... 2495 4p. C : Regal 1625 
2p. Coupe... 795 “6-90” 5p. Sedan........ 2085 4p. Vic. Regal....} 1625 
p. Coach........ 795 5p. ee. . | 1695] 4]/2930jaeghimnrwx || 7p. Sedan........ 3285 . Regal 1625 
bp. Sedan........ 875 dster....| 1695| 2]2960\aeghImnrwx “President 
bp. Landau...... - Seen 1725} 2|3050|aeghimnrx 7p. Tourer. ...... 1795 
4p. Sedan........ eet 2/3150|aeghilmorx 7p. Sedan........| 1985 
5p. Sedan........ 1895} 4/3200|aeghlmortx 7p. Limousine. ...}| 2250 
5p. Landau...... 1995} 4/3250 x 
**8.69” ROLLS ROYCE 
126” W.B. “Si. Ghost 
5p. Coupe... . 2795}. ./3810|Deghilmnrtx || Open Models.....] § |{..].... 
PACKARD 5p. Sedan........ 2995| 4|3875|Deghimnrtx || Closed Models....] § |..].... STUTZ “BB” 
“526” 13344” W.B. *‘New Phan” “Custom” 
4p. Runabout 1$2275 2-4p. oe. ..| 2995] 213650) Deghimnrx Open Models.....] § |..].... 131” W.B. 
5p. Phaeton...... 2275 DeghIlmnpx 7p. Sedan.. 3095). .|3°75|Deghlmnrtx || Closed Models....j § |..].... 2p. Speedster. . . ./$3495 
Bp. Sedan........ 2285 5p. Sedan........ 3495} 4/3950) Deghimartx 4p. Speedster... .} 3595 
2-4p. Coupe...... 2350 7p. Sedan........ 3595} 4)4050 wee 4p. Speedster... .] 3845 
4p. Conv’t Cpe...| 2425 5p. Ber. Lim..... 3795| 4/4100) Deghimnrtx 2p. Black Hawk. .| 4895 
“$33” 4p. Black Hawk. .| 4945 
5p. Phaeton ..... 2p. Ceupe....... 3495 
4p. Runabout 2385 | STAR “4” 4p. Vic. Coupe. . .} 3495 
7 Touring aaa 2485 2p. Roadster... .. $550 5p. Sedan....... 3570 
Doupe....... 685 5p. se — 550 5p. Brougham 3570 
bp. Club. Sedan. .| 2685 2p. Coupe... 650 2p. Cab. Coupe...} 3695 
PIERCE ARROW 5p. Coach........ 675 145” W.B. 
7p. Sedan........ 2685 — 5p. Sedan........ 765 7p. Speedster 3895 
7p. Sedan 2785 2p. Runabout... ./$2900} 2/3300)afghlmnrx “6” 7p. Sedan........ 3895 is 
“443” 4-p. Touring..... 3100} 4|3330]afghlmnrx 5p. Touring. ..... 725 7p. Seda. Lim 3995 .| aeghjlmnprtx 
4.p Runabout....| 3975) . ..Conv’t Rdster.| 3450] 2] ...lafghlmnrx 2-4p. Roadster....] 885 ““Weyman Cus.” 
5p. Phaeton ..... 3975}... 2p. Coupe .-| 3250) 213265).fghlmnprtx |} 2-4p. aan. --| 915 131” W.B. 
7p. Touring...... 4050 5p. Brougham... .]| 3250} 2/3560jafghlmnprtx || 2p. Coupe........] 795 2p.;Black Hawk. .| 4895 
5p. Club. Sedan..| 3300] 4/3600 afghimnprtx || 5p. Coach........ 845 5p. Sedan........ 4695 
p. Coupe....... 4950} .. -. Coupe...... 3350} 2)3435jafghimnprtx || 5p. Sedan........] 925 4p. Sedan........ 4695 
SP. Club ) Sedan. 4950 p. Sedan. . 3350] 4/3600/afghimnprtx || 5p. Land. Sedan..| 975 4p. Coupe....... 4695 
bn Sed. Land.| 3350 4|....Jafghlmnprtx || 2-4p. Sp. Coupe..| 975 5p. Landau Sed...} 4695 
7p. Sedan........ 5150 ub. Land.. .| 3400) 4/3605jafghlmnprtx 145” W.B. 
4 RIES 3450] 4}3670/afghlmnprtx p. Sedan........ 4995 
7p. Sedan Lim....| 5250 4p. Coupe... .. 3450} 213450/afghlmnprtx 5p. Sedan........ 4995 
7p. Ene. Dr. Lim.| 3550) 4/3760j}afghlmnprtx a Sedan........ 5245 
**36” STEARNS- p. Limousine... .} 5495 
2p. Runabout 5875) 2/4560|afgbirz KNIGHT 7. Landau Lim...| 5495 
4p. Touring. ..... 5875) 4/4510/afghrs “F.6-85” **Salon Cus.” 
7p. Touring...... 5875) 4/4585 /afghirz 4p. Roadster... .. $3250 5p. PW Sedan... .} 6345 
PAIGE “6-45” 7p. Sedan........ 5875| 4/4815 /afghirtz 7p. PW Sedan... .| 6345 
2p. Coupe......../$1005 7p. Lim. Encl 5875} 4/4870\afghirtx 4p. Touring. ..... 3250 7p. Con. T’n Car.| 6895 
4p. Cab. Rdster. .| 1195 3p. Coupe. 6375| 2/4760\afghirtz 
5p. Brougham....} 1095 4p. Cpe. Sedan 6375) 2/4795 \afghirtx 4p. Cab. Rdstr. ..| 3550 
Dp TS 1195 4p. Sedan........ 6375) 4/4830/afghirtx 
“6-45A” 7D Enc. Dr. Lan. 4/4895 | afghirtx 5p. Cus. Sedan. . .| 3350 
5p. Brougham. 995 7p. Sedan Land.. . 44840 afgbirts VELIE 
5p. Sedan........ 1095 4p. Lim. Encl....| 6375) 4/4880/afghirtx 4p. Coupe........| 3450 “Std. 66” 
] “6-65” 4p. Sedan........ 6475) 4/4805/afghlir . 5p. Touring ..... i$ 995 
4p. Roadster... 1395 2p. Coupe... 6600) 2/4745\afghlir 5p. Std. Sedan....| 3450 2-4p. Roadster... | 1165 
bp. Brougham. . 1395 4p. Sedan Land 6600; 4/4800/afghirtx 5p. Sedan... 1115 
5p. Land. Bro’m..| 1395 4p. Encl. Lan 6600} 4/4880/afghirtx 5p. Sedan Lim... .| 3700 Ep. Coupe........ 1165 
5p Sedan........ 1495 7p. Fr. Limou.... 7500 4/4740 afghirtx 5p. Sedan........ 1165 
6-75 1655 7p. Fr. Landau. ..| 8000 4/4865 afghlr tx 5p. Cus. Sed. Lim.| 3700 5p. Met. Sedan 1325 
uv ouring...... at = ss 
iV 4p. Cab Radster..| 1895 7p. Sedan........ 3750 5p. Club Ph’tn 1450 
Pp are 1695 4p. Coupe... ... 1 
4p. Coupe... 1895 7p. Sedan Lim. 3950 5p. Spec. Sedan...| 1585 
. p. Sedan........ 1995 5p. Royal Sedan. .| 1635 
uy 7p. Limousine 2145 ““G8-85” 88” 
“8-85” PONTIAC “6” 4p. Roadster... .. 3950 5p. Spec. Sedan. .} 2095 
tuvs 7p. Touring. ..... 2195 2-4p. Roadster. $745] 2)2230/ah 5p. Royal Sedan. .| 2095 
suv 5p. Sedan........ 2255 2p. Coupe... . 745) 2] 395!ah 4p Touring...... 3950 
x 4p. Coupe........| 2495 5p. 2d. 745| 2) 2430lab 
4p. Cabriolet. .... 2495 4p. Sport Cab... .| 795) 2}2400jah 4p. Cabriolet... .. 4550 
7p. Sedan........ 2525 5p. Land. Sedan..| 845] 4]. 
7p. Limousine. 2665 5p. Del. Landau.| 925) 4/2565/aeh 4p. Coupe 4550 WILLYS- 
KNIGHT 
5p. Sedan........ 4650 *“66-A” 
2p. Roadster... .. $1850 
7p. Sedan........ 4750 5p a —_ = 
2-4p. Cab Cou 
—- - 5p. Sedan Lim....| 4850 4p assume 
a 1995 
2-4p. Roadster... . /$1205 “Flying Cloud” 7p. Limousine. ...| 4950 135” W.B. 
2-4p. C’pe Rdstr..| 134 D. ee 1$1685} 2/3300/aeghnr 7p. Touring...... 2495 
p. Sedan. ait erin 1345 5p. Brougham 1685} 213425 caliies 7p. Sedan........ 
6-72" 2p. Sp. Coupe....} 1625) 2/3320)/aeghor 7p. Limousine. 2950 
ar 12644” W.B 4p. Victoria...... 1845| 2/3350\aeghnr **70-A” 
. 5p. Coupe... 2295 5p.Sedan........ 1845} 4/3550|aeghnort 2-4p. Roadster... .j 1350 
bp. Sedan ee 2395 5p. Del. Sedan...| 1995) 4/3550/aeghnrt STUDEBAKER 5p. Touring...... 1295 
13344” W.B. “‘Wolverine” “The Dictator” 2p. Coupe.... 1295 
7p. Phaeton...... 1995 4p. Cabriolet .....| 1195} 2]2850/.eghinr 5p. Tourer....... $1165 5p. Coach........ 1295 
ru p. Roadster 2195 5p. Brougham ...| 1195} 2}2960/aehinr 5p. Du Phaeton. | 1195 4p. Cab Coupe..} 1495 
ru D a 2595 5p. Sedan. .......| 1295) 4/3070/aeghinr 4p. Sp.Roadster. }| 1245) 2/3040|/,eghlmnr __ {| 5p. Sedan........ 1495 
a ‘ 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheeis with spare. i—Trunk and trunk rack o—Car heater. v—Vanity set. 
a— wheels. d—Disk wheels. j—Trunk rack, no trunk, p—Cigar lighter: w— Windshield wings. 
a wheels with spare: e—Front and rear bumpers. k—Spare tire. at traffic signal. z—Clock. 
C—Uptional wheels with s > thehee bbe co Eengine beet tnd ees Monge: 
—Optional w ock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. Prices on application. 
e—Type of wheels optio Mier windshield wiper. n—Dash gasoline gage. u—Smoking set. = - - 
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THE SATURDAY EVENING POST 


wet, J CHEVROLET { 


‘Chis Christmas - 


help them make their 
dreams come true 


A car of their own—to drive co school = With the Chevrolet Purchase Certif.  ~ 

... te parties ...todances...to shows! = cate, regular payments are made until 

This Christmas give the young folks 

the gift they would appreciate mast— 

heip them muke their dreams come 

true by starting them on the road to 

Chevrolet ow nership. 

You can do this with as smallanorigi- tT vice and accessories purchased. 

nalinvestment as you wish b 

jeg them with the special Christmas range to deliver two you a protest 

Chevrolet 6% Purchase Certific 1 

which not only makes possitle the specially prepared Yuletide folder 
' + — — . 





MOTOR AGE 55 


nen, 
ee, J 





a sufficient sum is accumulated to 
obtain delivery of the car. Then 
to 8 1. i ‘i 





payments. All sums deposited are fully 
and earn 6% interest, while 
additional credits are allowed oo all 


Your Chevrolet dealer will gladly ar- 
Purchase Cerificate, enclosed ina 
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f q ' . lor presentation 
but waches the invaluable lessons of — folks on Christmas morning. See 
thrift and responsibility. 


CHEVROLEL MOTOR COMPANY, DETROIT. MICHIGAN 
tarenen + 


to the young 
him today! 


f (comm al Motors Corporation 


™ AT THESE LOW PRICES 
wncegien . $625... Feeser 715 
TheCanh - . 395 an! msec A 
TheCowpe - G25. SYeetrek - 395 


(thers Gals} 


The +-Door sc Treck . 
Sden " - . 695 {chess Owiyy 495 


They saclude the towess haadt 
charges availedic. 
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Chevrolet Dealers Will 





Profit 


From This Special Christmas Idea! 


A special retail selling idea, combining the 
Chevrolet 6% Purchase Certificate and the 
spirit of Christmas... and impressively ad- 
vertised in the leading national magazines 
of the country! 


Chevrolet dealers everywhere will benefit 
from this special Yuletide idea —will make 
sales to customers who otherwise would 


not be in the market for a car at this time. 


This consistent and intelligent co-operation 
from the home office is one of the finest 
features of a Chevrolet dealership — 


—one of the outstanding reasons why the 
Chevrolet franchise is everywhere consider. 
ed one of the most desirable in the industry. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 
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1927-—An AC Year 


Nineteen twenty-seven was the biggest year in the history of the AC 
Spark — Company. It was marked by business increases, building 
and manufacturing expansion and many notable victories in the air 
and on the track. 


Five new buildings were erected to provide additional manufactur- 
ing space to meet the demand for AC Products all over the world. 
Four of these buildings were erected in Flint and one in Paris, 
France, the latter a modern and complete new factory building. 


Six new products were introduced during the year, as follows: 
Tachometers 


Complete panels 
for automobiles 
and motor boats 


These products, together with the increased demand for AC Spark 
Plugs, ovum Oil Filters, Air Cleaners and Gasoline Strainers 
made the plant expansions necessary, and, judging from the demand 
now existing for AC Products, still more expansions will be nec- 
essary during the coming year, thus further entrenching the com- 

any’s — as the largest manufacturers of automobile accessories 
in the world. 


A Few Outstanding AC Victories in 1927 


Fuel Pressure Systems 
Ammeters 
Oil Gauges 


Thermo Gauges 


LINDBERGH .....-+-ee«.-. . . « « New York to Paris 
CHAMBERLIN ............ . «. New York to Germany 
BYRD ........ 2 «6 «6 « « « « « « New York to French Coast 
ACOSTA-CHAMBERLIN..... ..°. . . . Endurance Flying Record 
STINSON .......... . . .. . National Reliability Air Tour 
MAITLAND-HEGENBERGER..... .. . California to Honolulu 
DEPAOLO .... .. <A.A.A. National Automobile Racing Championship 
MYERS ........ . . . . . « New York to Spokane Air Derby 
SCHLEE and BROCK. . . . World Tour 


WOODBURY ..... "A. A. A. National Dirt Track Championship 





AC 
FUEL 5 
PRESSURE 4 


SYSTEMS 





: AC 
. J OIL GAUGES 


AC 
THERMO GAUGES 





AC 
AIR CLEANERS 





AC INSTRUMENT PANELS 


Over 200 of the 
world’s most suc- 
cessful manufacturers use one or 
more, or all of these AC Products 


Organize to get your share of the big renewal business to be had on AC Spark Plugs and AC Oil Filters 


Birninam AC, Spark Plug Company, FLINT, Michigan cisy\sie. 


ENGLAND 


FRANCE 


- 
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E respectfully direct your attention to the adver- 
tisement on the opposite page whichappeared inthe 
Syracuse, N. Y. Sunday newspapers November 27, 1927. 


‘The owners of Paige cars are best served through 
dealers who have the three fundamental C’s—Character, 
Capability, Capital.” (A Message from the three Graham 
brothers—June, 1927.) 


Throughout central New York, the names of C. F.Gilmour 
and H. Munro Gere are held in high respect, and it is 
with especial pride that we welcome these men and their 
new organization into our family. 


December. 22, 1927 
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On Thursday, December Ist, we join 
fortunes with the three Graham brothers 





HIS announcement marks the 

beginning of a business association 
between two of the oldest and best 
known motor car men in Syracuse. 


Next Thursday, the C. F. Gilmour Com- 


pany, Inc. will close an association of 
13 years with Dodge Brothers of Detroit. 


On the same day, H. Munro Gere, who 
has sold and serviced Studebaker motor 
cars in Syracuse since 1920, will join 
the C. F. Gilmour Company. 


This new organization will represent 
the three Grahams in Syracuse and 
vicinity in the sale and servicing of 
Paige cars. The two men who are com- 
bined in this greater Syracuse organi- 
zation hope to meet personally, and 
welcome the opportunity to serve the 
many Paige owners in this vicinity. 


The service facilities of the C. F. 
Gilmour Company, Inc., which have 
been built up over a period of years 
and which include over $10,000 worth 
of modern equipment, will from this 
date be available to Paige owners. And 


for the convenience of our many 
friends who may wish to continue to 
have their cars serviced here, we shall 
maintain these facilities at their dis- 
posal as in the past. 


Both Mr. Gilmour and Mr. Gere visited 
Detroit last week and walked through 
the new Paige plants at Detroit and 
Wayne, which the three Graham 
brothers now coritroland operate. They 
were deeply impressed with the manu- 
facturing plans and fair dealer policies 
being dex-eloped. 


They were told by the Grahams, “we 
can build fine cars here—and economi- 
cally too. The capital investment is 
moderate; profit requirements reason- 
able; production and prices have no 
financial load to carry.” 


We know that such a foundation, com- 
bined with the Graham manufacturing 
ability and marketing experience, means 
that the three Grahams will build out- 
standing motor car value. 


Therefore, we are proud and glad to 
join their organization. 





The new organization will distribute Paige motor 
cars throughout central New York State, and have an 
unusually attractive proposition for desirable dealers. 


C. F. GILMOUR COMPANY, INC. 


Showroom—412 East Genesee St. Service Station—804 East Water St. 
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The Biggest Year in the History 
of Easy Riding Devices 


The Public Demands Easy Riding 


December 22, 1927 





Hang Out the Watson Shingle... 


More cars will come from the factory equipped with some Here is your opportunity to hang out the Watson Shingle— F 
type of easy riding device during the coming year than ever the symbol of Easy Riding in the minds of 20,000,000 car 
before. The leading makers in the industry have realized owners. Tie up your good reputation to the well-known 
that the car owners of today demand better and better Watson name. 





riding qualities. 


But Remember— 


There are far more cars on 

the road today — unequipped 

with “easy riding’ devices— 

than will be produced by fac- 

tories in several years ahead. 
* # % 


Yourtremendous market! 


The market is still practically 
untouched. There are on the 
road today more than 15,000,- 
000 cars without any type of 
easy riding device. 3 out of 
4 car owners in your neigh- 
borhood are live prospects. 
© * * 


No car complete without 

easy riding equipment— 
The wise car owner of today 
will tell you that no car is 
complete without some type of 
easy riding device. Never 
before has the public been so 
keenly aware of the need for 
better riding quaiiaes. 1928 
is going to be the biggest year 
in the history of Easy Riding 
devices! 

* * * 


You merchants who get in 
line to sell such an outstand- 
ing successful device as 
Watson Stabilators are going 
to get the biggest slice of 
the pie. 

* * *” 


Full dealer discounts for you! 
The full benefits and privileges of a Watson Dealership are 


Garagemen, Repairmen, | 


Service Specialists 


This is YOUR opportunity! 


How would you like to be the Official 
Dealer in your neighborhood for 
these new ‘Type AA Watson 
Stabilators ? 


°, \/ * 
“9 9° o,¢ 


How would you like to collect the full 
Dealer Discount on every set of 
Watsons you can sell? Don’t you 
think you can make a “‘clean-up” in 


1928? 


7 7 ¢ 
2° “° “¢ 


A lc. postcard will tell you all about 
an amazing new Retail Proposition 
we have for you. Address John 
Warren Watson Company, Phila- 
delphia, Pennsylvania. 


a * * 


You can’t lose! 


You sell Stabilators on a “no 
risk” basis. You tie-up no 
money in bulky stocks. <A 
special retail dealer’s unit has 
been worked out with three 
sets of Type AA Watson 
Stabilators to fit 50% of the 
cars now in production. You 
replenish stock by ordering 
from your nearby distributor 
as you need. 


Add the profits of selling 


to servicing! 


You know how much you 
make on service alone. You 
can’t increase your profit with- 
out taking on more men and 
increasing overhead. Here’s 
a way to collect extra profits— 
without increased overhead— 
and with little extra effort on 
your part. Why not try it? 
It won’t cost you a cent! 


* * * 


There’s a Watson Distributor near you— 


now open to you. Never before has such an opportunity been United States. 


offered the retail automotive merchants and _ servicemen 


of America. 


Page 63 is worth thinking about 


Watson Stabilator Distributors spot the entire map of the 
The distributor in your territory will work 
with you personally. He will give you sales ideas, sales 


literature and help you sell Stabilators! 











OAKLAND -ESSEX-OLDSMOBILE - CHRYSLER 50-52 & DGE FOUR-CHEVROLE 


OQ. 
wy 


Per Set of 4 
$29 in Far West 











America’s Light. 
Short Wheelbase 






























Type AA 


for short wheelbase 
cars 


$28 per set of 4 
$29 in Far West 





“LIGHT CAR 
a OR BIG: | 
give it Watson Ccasy Kiding 





Watsons Are 
Fundamentally Different ! 


Excessive force of spring rebound is the 
thing that makes motoring uncomfortable— 
that throws you off the seat. And the greater 
the excess force, the greater the throw. 


In various ways other devices try to check 
or stop these throws. Watson Stabilators 
differ in that they never permit these throws 
to start. They use up the excess force of 
spring rebound BEFORE it can throw the 
car body into the air ... and very simply. 
The instant the force starts to move the axle 
and frame apart, it must drag four Watson 
Stabilator Brakes as well as lift the car 
body. Dragging the Stabilator Brakes uses 
up the excess force—so that the remaining 
force in the springs is not sufficient to throw 
the car body—but only enough to raise it, 
nicely and gently to normal position. 


Watson Stabilators work on hs 
the age-old principle that it is | 
better to PREVENT trouble 
than to try to stop it after it 
has gained headway. 


JOHN WARREN WATSON COMPANY 























Sit 
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Your chance to share in 
Watson Profit. Your chance 
to hang out the Watson 
Shingle and ride to success 
with Watson Popularity and 
Watson Prestige. a 














Type C7 


for long wheelbase 
cars 


$48 per set of 4 


on fs @ Wee = Lo Of 
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(GARAGEMEN «= REPAIRMEN 
SERVICE SPECIALISTS 


You are in the best position to reap the profits 
of this big, new Stabilator Market 


You are the expert... Build with Watsons! 


Your mechanical skill and experience are tremendous assets Go into selling with a product that is known to everybody. 
in selling. Your customers will believe you when you recom- Selling Watson Stabilators will teach you how to sell other 
mend Watson Stabilators . . . They have confidence in your accessories. Then you build from there with 3 or 4 other 


knowledge of what their car requires. A word of advice good, well-established lines that will require a minimum of 
from you is worth hundreds of dollars in sales talks from selling effort. 
somebody they don’t know. # * * 

# * - 


You men in the smaller } | Increase your service 
cities ... : ‘ profits, too . . . 
Every customer you have Did OU eV h k | Many small businesses suffer 
probably knows you by your y Cver C IT) | from too much _ overhead. 
first name. He knows you 
give good service—and he 
appreciates it. Show him how 


Increase your income by sell- 


of it this way ing Stabilators and you cut 


ATIC RR UP teray, 


PORTE et 


overhead all along the line. 
adding Watson  Stabilator | That increases your profit on 
equipment to his car will be More than. anyone else—you~ are | all your service work as well 
worth many times their cost ; | | as on every item you sell. 
in better riding qualities for ; closest to the car owner. You have * * 
his car—greater safety for ; ; ; ; q| k f 
him and his family — longer kept his car in good running order by :| Make every square foot 
life to his car. ; . pay a profit 
=. = * : your good service. He knows you Your rent is fixed. Every 
Now is the time! : ‘ : as. square foot of floor space is 
Never before has there been d and has confidence in your ability. costing you so much per day. 
such an opportunity for you : ip , : Stabilator installations added 
to sell auen Stabilators. : That confidence and good-will is to your other service work, 
The introduction of the new if , will help you to use all of 
Type AA Stabilators for light é i worth money to you. Why not cash this valuable space and take 
pg Si — ee ee Lee your name, address a profit from every square foot. 


( * * * 
the best advertised products ee . 


in the automotive field. and business and let us tell: you how. Ask ’em to buy! 
* * * 


. 





BRI. e a 


LEER C AEN SELF ALES 


OA ahha Wie 


a John Warren Watson ,Company, < ; Don’t overlook a single bet 


: that comes into your shop. 
Merchant! Philadelphia, Pennsylvania. j Check up on every car that 
We plan to make every : comes in. If it does not have 
Watson Dealer a_ successful 4 Stabilators, tell the owner 


merchant. You know that the what he is missing. Ask him 
biggest returns in any business to try Stabilators for a week. 


come from successful selling. ae , I ‘ 4 r { ‘ Chances are, he’ll never take 
Let us teach you how to sell! 1 § ry this est ! them off. 


Watch for this business-getting poster in your mail this 
month. Hang it in your window—then watch results! 
Convince yourself that you can sell Stabilators 
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Don’t be satisfied with unprofitable, out-of-date selling methods— 
here is one sure-fire way to make money in fan belts. With 
this Gilmer Display Cabinet on your counter, you can 
sell—at a good profit, the most dependable fan belts 
on the market for service on 98% of all makes 
of cars.... Your stock is always handy, 
always clean and it keeps moving day 
in and day out—ask your jobber. 


L. H. GILMER Co. 
Tacony, Phila., Pa. 


Makers of the World’s 
Best-Known Fan Belts 
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66 x SAFETY FIRST 
FRESH AIR cous nt : 


WITH WINTER 
ALUMINUM STOVE HOT AIR REW.STERS 
AROUND EXHAUST \ ENGINE EXHAUST 


CAST ALUMINUM AND MACHINED TO FIT PROPERLY 


The “Howard” is a quality heater and; when installed means a satisfied customer. Fits around the hottest spot 
of a joint free section of the exhaust pipe, delivering clean heated fresh air to the car in sufficient quantity 


to keep the occupants warm in zero weather. Can’t get out of order. Will outlast the car. No noise or 
smoke and easy to install. 
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Individually Designed and Custom Built for 





WORKS Rolls-Royce Pierce-Arrow Dodge 6 Nash a 
Lincoln Marmon 6 Packard 6 Auburn 8-88 
IT - 
gn Cadillac Hupmobile 6 Packard 8 a —— , 
WINTER La Salle Hanmebile 8 Chrysler 80 


Reo-Flying Cloud 


FRONT Stutz Dodge 4 Chrysler 72 Jordan 8 
CLOSED HOWARD FOUNDRY 





























Pattern Makers, Founders, Machinists 
OPEN Automotive Division 
, TON ST. HICAGO, 
100% SAFE 2700 FULTON S CHICAGO, ILLINOIS 
3 & 
Q) Yow’re going 
yl to have 
how many sales would your calls 
salesmen have closed if they 
could have assured your for 
prospects that failure to 
meet time payments through P . 
loss of income due to sick- Pines Automatic 


ness or accident would be 


taken care of by a Pur- 
chaser’s Disability Policy? 


Don’t make the same mis- 





take in 1928. Get the de- from now on! 
tails of P. D. P. now. 

HE big Pines Winterfront national advertising 
W.S. Mays & Co., Inc. ig campaign is under way. We're telling millions 
51 Maiden Lane New York City 


to come to your store and buy the Only Automatic 
Radiator Shutter on the market. If you haven’t 
made arrangements to take advantage of this de- 
mand—do it now! Winterfront business hits like 
a bolt out of the sky. Be prepared. 


OVINTERFRONT 


= Distributors Everywhere 
S51MAWEN LANE © NewYoruGty | PINES WINTERFRONT COMPANY 


422 North Sacramento Blvd., Chicago 
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SIMPLEX 


Piston Rings 
“ipment in KCllogg Air Compressors 


because they give better compression and use less power. In any worn motor 
Simplex Piston Rings stop oil pumping, piston slap and compression loss 
without resizing cylinders and installing new pistons. 

Send for the Simplex Method of reconditioning motors without cylinder 
machinery, and make more money. 


The Simplex Piston Ring Co. of America, Inc. 


1971 East 66th Street CLEVELAND, OHIO 


























WHEEL COMPANY 
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DOVER 


SAVAL 
Liquid Oil Measures 


Made of heavy steel, 

plated, highly polished at oo 
quered. A quality product. 

The universally known thumb op- 
erated valve control is simple, 
positive and _  fool-proof. Spout 
flexibility means speed, service 
and satisfaction. A simple, oil 
straining device assures. clean, 
perfect oil—ALWAYS. 


DOVER MEASURES 


with’ valve control and oil strain. Patented 
ing device, are made in 1-2-4 April 2, 
quart capacities. 1918 


Manufactured by 


DOVER STAMPING & MEG. CO. 
CAMBRIDGE A, MASS. 
































Philadelphia + Detroit 





| Every ape motorists | 
©) Get tes BUDD 














Sell new Thompson Valves at a good profit 
instead of regrinding old, worn-out valves 
at little or no profit. 


__{/-. Thompson Products, Inc. 


General Offices: Cleveland, Ohio, U.S. A. 
Factories: CLEVELAND and DETROIT 























STANDEATOR 


Damageproof against repeated boilings and freezings. Built to last the full 
life of the car. Complete radiators for Fords, Chevrolets, Dodges and 
semen. Cores for all cars and TRUCKS. If not at your jobber’s, write 


J. C. Black Mfg. Co., Inc., Oil City, Pa. 











Valve Face 
ee er Grinding Machine 


—with the NEW Sioux Roller Chucking System. mas acouracy 
speeé. Investigate before you buy. > <a ae — 


Your Jobber Sells It 


ALBERTSON & CO. 
SIOUX CITY, IA. 


























BATTERY 


PREST-O-LITE STORAGE BATTERY SALES CORP. 
Storage Batteries Radio Power Units 
Indianapolis, Indiana 


EATON BUMPERS 


rR! 


















BEAUTIFUL—Quick Sellers—Easily Installed 
The Eaton Bumper & Spring Service Co., Cleveland, O. 


























OODRICH-LENHAR 


CABLE KIT 


lays six starting, lighting, ignition, and radio 
a Puts — right where they sell with lit- 
tle effort. pools—no loose ends. Also dis- 
plays actual A of full G-L line. 
Kits are supplied through all G-I Jobbers. Write 
for price and name of nearest jobber! 


Goodrich-Lenhart Mfg. Co. Hamburg, Penna. 


















Write for details THOMPSON 
sbout the Hydraulic FTF YDRAULICATORS 


which sells for a made by 
price anyone can THOMPSON SPRING CORP. 
afford. WILMINGTON, DEL. 


























Sell Cooper Heaters | 


CUT-OUTS—DASH CONTROLS 


A complete line of Exhaust Jacket Ty 
Heaters—Specials for Chevrolets and Fords, 
COOPER MFG. CO., Marshalltown, Ia., Exclusive Sales Rep- 
resentatives THE ‘FULTON Co., Milwaukee, Wis. 




















Bellevue 
SPRING 


=== CONTROL 


Actually Controls 
the Car Spring 


The Bellevue Mfg. Co., Bellevue, O. 





Write for 
Catalogue 


































Write for the Book 
AIR PROFITS” 


describing many new uses for com 
pressed air. Shows how to make an 


air compressor earn greater profits. 


BRUNNER MFG. CO. 
UTICA NEW Y 








AIR COMPRESSORS 


FREE 



























Stops Pump-shaft Leaks and 
Saves the Winter Solution 
CONNEAUT PLASTIC METALLIC PAOK- 

tight no master 


All sizes in one can. Stocked with your Jobber 


DID. GBR .ccccccccccccces $1.75 per Ib. 
5 lb. can eeeeeeeeseeeeees $1.60 per Ib. 


THE CONNEAUT PACKING CO. 
f+ aad Conneaut, Ohio 
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9p Shop | 
Equipment 
for Battery and 
Electrieal Service 


4968 Roosevelt Road Chieage, IMinois 

































Cr ~~ 


MOTOR BEIT UILT TRUNKS 


Motor Trunks, Racks and Equipment exclusively. All types and_ styles. 
Genuine Duco finish, or bright black. A money-making line. Write. 


BIGLER MANUFACTURING Co. 


CHIPPEWA FALLS WISCONSIN 
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SCHEBLER 


The Worlds 


Fine CARBURETORS 
rm Wheeler-Schebler Carburetor Co. Indianapolis, U. S. A 



































WE MAKE 


RADIATOR CORE MACHINERY 


Write for Cataleg and Prices 


RADIATOR ENGINEERING CO. 
FACTORIES BLDG. TOLEDO, OHIO 

















NearTH East 


She Equipment That Lasts 




















WELEVER 


‘OIL CONTROL’’ PISTON RINGS 
= — Necessity That Has Made Good 
ed by Seven Years’ $ Servise 


THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 


Seld most everywhere. If yeur dealer cannet supply you write us. 

















Makes the CHEVROLET the fastest 
Four Cylinder Car in the World 
R & R MFG. Co. ANDERSON, IND. 























AIR COMPRESSOR CORPORATION 


Norristown, Pennsylvania 




















FREDERICKS 


Rewinds 


— low prices: Rewinding or exchanging any 
uni of automobile generator or 
$2.50. Any type of 
50. Special prices on Ford 
armatures in quantities. 


H. M. FREDERICKS CO., Loek Haven, Pa. 














Portable Electric 


DRILLS 


GRINDERS—POLISHERS 
Ash for Catalog 105 


The United States Electric Tool Co. Cincinnati, Ohio, U. S. A. 
Oldest Builders of Electric Drills and Grinders in the World 











The tlerlite 


=) @)) The Waving Stop-light 
S Fits Any Car 


The Iler Electrical Mfg. Co. 
Cleveland, Ohio 





5103 Lakeside Ave. 








, 








CLASSIFIED 





Make us an offer. 


FACTORY FOR DISPOSAL 








BUICK DEALERS—An electric sign, 5’ x 8’ 
with the script word BUICK in electric bulbs, 
for sale, together with flasher and motor. 

Bronx Buick ~y — .»» 23l 

East 16lst Street, New York, N. 





gq? 


One 


Spring Pressure 


3) 
Jobber's 


Solid Pressure 








WAP a postage stamp for 

thousands of dollars worth of 
real facts on Car Washing. Send 
. for your free copy of the hand 
-\ book. 


MANLEY MFG. CO. 
York, Pa., U. S. A. 


Simplicity | 
Oo I SAT SFE 


REBORER AND GRINDER 
A big money-maker in any automobile repair shop or garage. Ask for free 
demonstration in your own shop. 
SIMPLICITY MANUFACTURING COMPANY 
Port Washington Wisconsin 


























CLASSIFIED ADVERTISING 
RATES 


Ten cents a word is the rate for all undis- 





ENGLAND, Large Freehold Factory for dis- 
posal, centrally situated Wolverhampton, suit- 
able Motor, Rubber or Engineering Trades. 
Apply: Staffordshire Iron & Steel Co., Ltd., 
Brierley Hill, Staffordshire. Cables: Speedily, 
Brierley-Hill. 


FOR SALE: Equipped Garage with agency for 
two standard makes of cars. Low investment, 
owner wants to retire. 
into this at once or write for particulars to 
Box 6312, MOTOR AGE. 


played advertisements set solid, regular want 
ad style; minimum charge $1 an insertion. 
All capitals, 12c a word; all capitals, leaded, 


Will pay you to look 15¢ a werd. Payable in advance. 
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Bearings cut down fric- 
tion and prolong the life 
of the mechanism. The 
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lf Bearings Company Of America . 
Piant Lancaster, Penna. 
Detroit Michifan Office 10/2 Ford Building. 








bz4 


Raub) EH =a a|PEa|BE aie aPES PSAPsa babes dbz dbz a bzd bale dbzd bzdlbzdlbxs bsdlbsd)pedlbsd|bzdlbsd)pzdlbsd|ped|bcd|bsaibsd]bcdibeq bcd psd bxd)bzd)bzdeasibad psi 20s 








HU 





Heh a 


66 


67 
67 


64 


co 
cr bo 


Cover 


67 





Hil li 


: 


ini ii i i 











EU p5d fxd Prod bt ae 


December 22, 1927 
























pm 


Idvert 


ly U ith u 





if lawl 


J 


Jordan Motor Car Co., 
Front Cover 
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Increasing Profits— {| 
A Growing Business | 
Every other car that passes | 


your shop has a chain driven 
front end. 







Out of this a bigger business is 
developing, which will go to the | 
man who knows that a reliable 
replacement pays in profits and ! 
good will. 


Specify ‘‘Whitney’’ Silent 
Chains because they are 


QUIET and PERMANENT 
REPLACEMENTS 









CHAINS 


THE WHITNEY MFG. CO. 
HARTFORD, CONNECTICUT 
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Did You Enjoy This Copy? 





Aly |OU can get one like it every 
week for only $3.00 a year— 
an average cost of a little less 
than six cents each. 





Each and every man in the trade 
needs MOTOR AGE — needs the 





positive help it offers in the solution 
of daily problems and the valuable 
ideas it gathers for its readers. 


Your competitor reads MOTOR 
AGE, and you need to read it also 
if you want to keep up with the 
leaders of the automotive field. 





Here’s How MOTOR AGE Will Help You. 





—MOTOR AGE 
SERVICING will show you how 
to make flat rates—How to sell Service— 
How to make customers permanent—How 
to organize a workshop—How to handle 
knotty problems—How to select Machinery 
—How to test electrical systems—How to 
make quick repairs—How to route shop 
work. 


HIRING —How to get the right men 


—How to train them — 

How to pay them—How to get their co- 
operation—How to keep them enthusiastic. 
BUYING —How to select an ac- 
cessory stock — How to 


judge merchandise — How to get a fast 
turnover—How to avoid dead items. 





—How other men do it 


SELLING —How to keep down 


overhead — How to advertise — How to 
make Salesmen produce — How to create 
a market—How to find prospects—How to 
make every sale pay—How to avoid losses 
—How to write letters that build business. 


AND THEN --- - 


Whatever else you need to know to make 
your business run smoothly MOTOR AGE 
will tell you if you only ask—All personal 
inquiries receive personal attention from 
our editors. Every subscriber is encour- 
aged to come to us with his problems, 
whether mechanical, legal, architectural or 
financial. Try us, and we will give you 
“Service you will like.” 





THE COUPON is here for your convenience. If you are already a subscriber, pass it 
on to some friend in the trade who is not. When he starts getting MOTOR AGE he'll 


appreciate the favor. 


MOTOR AGE 
Chestnut and 56th Streets 
Philadelphia, Pa. 


Gentlemen: Enclosed find $3.00 to pay for a year’s 
subscription to MOTOR AGE, including all special 
issues published during the life of my subscription. 


ee 8G eeseeeeaeseeeegeseseeeseeseseeaeesee ee eee ee eee et 8 e888 8 8 8 8 8 


NOTE: If you are already subscribing to MOTOR AGE, please hand 


He’ll become a fairer 


* this coupon to a dealer who is not. 


competitor from reading MOTOR AGE. 





Motor Car Dealer .......... CJ 
Truck Dealer .............. L] 
Tractor Dealer ............. LJ 
Secale Garage Business ...........L] 
Repair Business ............ L] 
re eeeeees Retailing Accessories .......(] 
Service Station ............. LJ 
hich tie Jobber (Wholesale) ........0 
eee ee Manager ...................0 
Foreman ................... CL) 
Salesman .................. [] 


IMPORTANT—MOTOR AGE is published exclusively for 
the trade. Subscriptions are accepted only from those 
actively engaged in our field—so please don’t forget to 
include your business card or letter head with this order. 


Please place an (X) beside your business or vocation: 
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The profitable jobs 
will go to the well- 
equipped shop 





The biggest pay will 
be drawn by the 
well-equipped mechanic 


Many cenvenient sets Ifke 
this shown in  Alvord- 
Polk Oatalog. Free copy 
on request. 








oS 


Drills in handy 
aluminum stand. 


See your 7 Bor? 47%, 
Alvord- Polk 
Jobber nows Alvord-Polk Tool Company 


MILLERSBURG  - : - PENNA. 
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“Make this Christmas last for thou: 
sands of miles—Give a Buick!” More 
Buicks will be given for Christmas 
this year than ever before. This extra 
business means greater prosperity for 
Buick dealers throughout America. 


BUICK MOTOR COMPANY, FLINT, MICHIGAN 
Division of General Motors Corporation 








WHEN BETTER AUTOMOBILES ARE BUILT - 








Those Who Destre the Buick Franchise 
Should Have Their Names on File 











